





eae Y 


H 





“EASTERN UNDERWRITER 


(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 


AWEEKLY NEWSPAPER INTERPRETING THE TRUE SPIRIT OF INSURANCE 


Published by The Eastern Underwriter 
Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under the act of Congress, March 3, 1879 











Twenty-First Year; No. 34 








NEW YORK, FRIDAY, AUGUST 20, 1920 








~~ _———}$$—$ $$$ $$ 








WANT FEDERATION OF 
INSURANCE BODIES 


Movement in West Would Provide for 
Central Organization of Insurance 
Interests 








HOW PLAN WAS AUGMENTED 





Taxation and Legal Matters Would Be 
Handled; Attention to Educational 
Propaganda 





A move on the part of the Health 
and Accident Underwriters’ Conference, 
an organization of companies writing 
health and accident insurance, to form 
a new major organization in the insur- 
ance business to take all the present 
associations into a strong, effective 
central working body of a co-operative 
nature is interesting underwriters and 
legal departments of insurance com- 
panies. The first move has been a 
circularization of the accident and 
health companies. As soon as the health 
and casualty organizations have gotten 
together it is proposed to interest the 
fre and the life companies, and then 
organize a nation-wide federation of all 
insurance organizations. 

Boyer Sounding Companies 

The circulars going to companies are 
signed by C. H. Boyer, manager of the 
casualty department of the National 
Life of the U. S. A., and a member of 
the executive committee of the Health 
and Accident Underwriters’ Conference, 
the president of which is Isaac Miller 
Hamilton, president of the Federal Life 
Insurance Company, and formerly a 
State Senator in Illinois. 

This movement originated at a recent 
meeting of the Health and Accident Un- 
derwriters’ Conference when a special 
committee was appointed to formulate 
plans for an organization to co-operate 
with such other insurance organizations 
as the National Board of Fire Under- 
writers, Association of Life Insurance 
Presidents, National Association of In- 
surance Agents, National Association 
of Casualty & Surety Agents, American 
Life Convention, National Association 
of Life Underwriters, National Council 
of Insurance Federations, etc., “in form- 
ing, if possible, a federation for the 
betterment of all insuranee organiza- 
tions for the benefit of the business.” 


Scope of New Federation 


In a circular going to companies these 
matters, it is declared, could be advan- 
tageously handled: 

First—To promote the general inter- 
ests of the business in which we are 


(Continued on page 16) 
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38-46 BEAVER STREET NEW YORK 
TELEPHONE R. N. M. M. Pi: ARCE CABLE ADDRESS 
RECTOR 5870-5871 President “NEPEARCO” 
128TH YEAR 


INSURANCE COMPANY 
OF NORTH AMERICA 


PHILADELPHIA, PA. 
CAPITAL, $5,000,000.00 


Metropolitan Managers Marine Department Managers 


Darby, Hooper & McDaniel Platt, Fuller & Co. 
122-126 William St., N. Y. 27 William Street, N. Y. 


Brokerage and Service Departments 
(Fire) Charles F. Enderly, Mgr. (Marine) Lawrence J. Brengle, 


122-126 William Street, N. Y. 27 Williams ‘Steect, N. Y. 
FIRE—A UTOMOBILE—MARINE 
“America’s Oldest Fire and Marine Insurance Company” 
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FIND CERF HURT 
AFTER LONG SEARCH 


Mutual Benefit’s General Agent Taken 
to Hospital After Injury to 
His Skull 








WAS PICKED UP UNCONSCIOUS 





When He Failed to Keep Aj iments 
Police Were Notified; His Recovery 
Expected 





Louis A. Cerf, general agent here of 
the Mutual Benefit Life, and one‘ef the 
best-known and most successful agency 
managers in America, unconscious and 
his face covered with blood, ‘yas picked 
up on the street near the entrance to 
the Hudson Terminal tube and taken to 
the Broad Street Hospital, on Tuesday 
morning. His skull was found to have 
three fractures. At the time of going 
to press The Eastern Underwriter was 
informed that Mr. Cerf was expected 
fully to recover. 

Mr. Cerf had been on his way to keep 
an appointment with executives at the 
Home Office in Newark. 

Failed to Keep Appointments 

At 2 o’clock Tuesday afternoon the 
editor of The Eastern Underwriter went 
to Mr. Cerf’s office to keep an appoint- 
ment with him, The manager had been 
on a vacation, but came to the city at 
intervals to see people. When 2:15 
o'clock arrived E. T. Wells, secretary to 
Mr. Cerf, came out and said: 

“I can’t understand where the Chief 
can be. He is always punctual with 
his engagements. He was due at the 
Mutual Benefit office this morning. He 
had a 1 o’clock engagement; and with 
you the 2 o’clock engagement; and he 
was to have seen someone at 3 o'clock. 
Heretofore, when something has inter- 
vened to prevent his keeping an ap- 
pointment he has always telephoned. I 
have calle¢ »» ’ room at the Plaza; 
he ! d frankly, we are all 
wor 

n Search 

Louis A. Ceci, Jr., son of the man- 
ager, who had ‘ust come in from a vaca- 
tion in Maine, sent in a report to the 
Bureau of Missing Persons at Police 
Headquarters through the East Fifty- 
first Street station. A list of Mr. Gerf’s 
appointments was furnished to the 
police, including the name of Edward 
R. Stettinius, partner of J. P. Morgan 
& Co. 

Thinking that he might have been 
overcome by the heat and have wan- 
dered to the family home at 87 Lloyd 
Street, Montclair, N. J., relatives asked 
the Newark police to send a man to 
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break into the house, which had been 
closed for the Summer. Inquiries also 
were sent to the golf clubs at Mont- 
clair and Quogue in the belief that Mr. 
Cerf might have gone for a day’s golf- 
ing and that his notification to the office 
had miscarried. 


It was not until late in the evening 
that the detectives from the Bureau of 
Missing Persons received the informa- 
tion that a man who might be identified 
as Cerf was in the Broad Street Hos- 
pital suffering a fracture of the skull. 
A few minutes later they received the 
information from the Old Slip Station 
that a man was held there on a charge 
of felonious assault after having been 
arrested near the Hudson tubes station 
for an alleged attack upon a man whose 
name was not known. Piecing all these 
bits of information together the bureau 
called for the relatives to go to the hos- 





L. A. CERF 


pital, where they waited until Cerf had 
regained consciousness. 

Calling for a supplementary report 
from the special patrolman who had 
made the arrest and Patrolman Mce- 
Keever of the Old Slip station, the Miss- 
ing Persons Bureau learned that the 
patrolmen had in their notebooks the 
names of several witnesses who alleged 
that Solomon Pincus, a Brooklyn jewel- 
er, had struck Cerf and that the latter 
fell against an Elevated pillar. 


$16,000,000 in Six Months 


Mr. Cerf’s unfortunate accident caused 
widespread regret among his associate 
managers in New York City by whom 
he is held in the highest respect and 
among a large army of agents with 
whom he has close relations. (Ar. Cerf 
took the management here of the Mu- 
tual Benefit office sixteen years ago 
after making a great record in the 
Southwest and he is regarded as a 
master at organization. 


Furthermore, he is one of the most 
powerful and effective speakers in the 
insurance fraternity and as an educator 
of salesmen he has no superiors. He 
has probably broken in as many good 
agents as any man in the United States 
and has done the job right as his vision 
of life insurance is broad and his stand- 
ards are high. 


Mr. Cerf’s friends have always felt 
shat he would evantually be the leading 
general agent in the volume of business 
in the city and he has figured among 
the first five for several years. During 
the first six months of this year his 
office wrote $16,000,000. During the war 
Mr. Cerf tock a leading part in the 
drives as the fight of the Allies stirred 
him to the core and one of his speeches 
that he delivered at the Bankers’ Clubs 
during one of the Liberty Loan drives, 
is generally regarded as a masterpiece. 
His last public appearance as a speaker 
was at the meeting of the Life Under- 
writers’ Association of New York when 





1867 





HOME OFFICE 





THE 


EQUITABLE LIFE OF IOWA 


—_—_—__9__——— 
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$237,665,071.48 of Insurance in Force 
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he made a remarkable talk on salesman- 
ship. 
Message to Agents 

In January, 1919, Mr. Cerf insured the 
agents and employes of his office under 
a group insurance contract. At that 
time he made this statement: 

“To My Co-Workers: Ever since the 
inception of this agency, it has been 
my ambition and my endeavor constant- 
ly to lend to the strength and unity of 
our relations, to the end that the great- 
est possible advantages to all concerned 
might be secured. 

“In furtherance thereof, and also as 
an expression of my appreciation for 
your faithful service, this policy of life 
insurance is given you. In accepting 
this insurance you incur no part of its 
cost—that I take pleasure in assuming. 

“The plan, as finally decided upon, 
immediately insures you to the amount 
named in this certificate. Business 
conditions warranting, it is further our 
intention to continue the insurance so 
long as your membership or employ- 
ment in the agency, under its rules, 
continues, 

“The policy provides that, in the 
event of your death at any time or place 
from any Cause whatsoever, while you 
are still with the agency, your family or 
beneficiary will receive the amount of 
insurance then in force on your life. 

“If this tangible evidence of my ap- 


preciation for your efforts should add 
one iota to your happiness or should 
cement more firmly and more enduring- 
ly our friendship, then its mission and 
its purpose will have been amply ful- 
filled.” 





DISABILITY CLAIMS 





New York Life Illustrates How These 
Benefits Have Grown in 
Eight Years 





The increasing number of disability 
claims shows the growing demand for 
that protection. Since 1911 the num- 
ber of these cases approved by the 
New York Life have been as follows: 
1912, 14; 1913, 50; 1914, 72; 1915, 114; 


1916, 181; 1917, 207; 1918, 165; 1919, 256. 


In the 1059 cases approved to Janu- 
ary 1, 1920, the causes of total and 
permanent disability were these, which 
may happen to anyone, even those who 
may be in the best of hhealth at the 
time they insure: 
co ee ore | 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 
Payments begin immediately on approval of claim—no proba- 
Monthly payments, lifelong, conditioned on permanence of dis- 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















All Full Time Agents 
Must Go to School 


PEORIA LIFE ANNOUNCEMENT 





$100,000 Production Necessary Before 
Training Certificate is Issued; 
Company’s New Skyscraper 





The Peoria Life has informed its ag. 
ency managers that each full time man 
must take the educational course in the 
Company’s school of salesmanship, 
There are twelve lessons in the course, 
which covers three months’ training, 
Upon completion of the course and the 
successful passing of the examination 
a diploma will be issued and an efficien- 
cy certificate issued upon production 
of $100,000 of business after the train- 
ing period. Herewith is an outline of 
the twelve lessons in the course: 
.General Principles covering gen- 
eral history and instruction in the 
use of the Rate Book and supplies. 
The agent can begin the sale of 
Life Insurance at once. 

. Peoria Life and what distinguishes 
it and some rules to aid the agent 
on his way. 

(It is intended that these two les- 
sons supplement the supplies giy- 
en him and so instruct him that 

he can do _ business from the 
start.) 

3. The Insurance Value of a Life. 

4.Three kinds of Life Insurance 

Companies, 

5. The Premium and Fitting the Pol- 
icy to the Prospect. 

. Non-Forfeiture Va'ues and Options 
of Settlement. 

7. Dividends. 

8. The G. P. A. Policy. 
9.The T. A. O. Policy. 

10. The G. M. I. Policy. 

11. Non-Participating Insurance. 

12. Life Insurance Salesmanship. 

The new building of the Peoria Life 
is seventeen stories high. The first 
floor was rented months before the 
building was completed, and 75 per cent 
of the structure was leased before a 
single tenant moved in. The building 
was put up entirely out of money of the 
Peoria Life. No loan or bonds were 
placed on the property. In fact, it was 
paid for out of the current receipts of 
the Company without disturbing any ol 
the mortgage investments. 


bo 
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INSURE SOAP FACTORY EMPLOYES 
The Travelers has insured the 750 
employes of Lever Brothers, soap man- 
ufacturers, at Cambridge, Mass., under 
a group life policy. This concern makes 
Lux, Rinso, Twink, Sunlight and Life- 
buoy Soap, all heavily advertised pro- 
ducts that go to all markets of the 
world, The plant is one of the largest 
of its kind. The number of employes 15 
unusually large for a soap factory, 45 
soap is made and packed by automatic 
machinery. The Cambridge plant is en- 
tirely independent of other factories ol 
Lever Brothers in New Jersey and 
Great Britain. The insurance is in 
amounts of $500 to $1,500 depending on 
the length of service of employes. The 
maximum amount is given to those I 
the employ of the company for five 
years. The total amount of insurance 
will approximate a million dollars. 





A. D. Risteen, director of technical 
research, Travelers Insurance Co., has 
been nominated a director of the N& 
tional Safety Council. The National 
Safety Congress holds its annual meet- 
ing on September 27-October 1, in Mil 
waukee, 





Tom Hoffman, son of General Agent 
H. G. Hoffman, Pacific Mutual, Mt. 
Sterling, Ky., is representing the city of 
Mt. Sterling at the International Boy 
Scout gathering in London during July 


and August. 
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Pay Remarkable 
Tribute to Flitcraft 


25th YEAR OF “COURANT” 





Many Leaders in Life Insurance Prais¢ 
His Work and Integrity in 
Special Issue 





Allen J. Flitcraft founded the “Life 
Insurance Courant” in Oak Park, IIL, 
twenty-five years ago. With the pass- 
ing of years, he established a number 
of important annual publications which 
deal with the technical side of life in- 
surance. Since that time, his energy, 
initiative, independence and honesty 
have made the name of Flitcraft known 
and respected in all life insurance of- 
fices. 

The twenty-fifth anniversary has been 
made the occasion for a special edition 
devoted to Mr. Flitcraft and there has 
resulted a remarkable testimonial to 
the veteran Illinois editor in which a 
number of the greatest companies in 
life insurance extend their greeting and 
give testimonial to the splendid work 
which Mr. Flitcraft has accomplished. 
In addition, there are a large number 
of letters in the issue from general ag- 
ents and others in which Mr. Flitcraft 
receives the highest praise and the best 
wishes. 

The New England Mutual] calls him 
a man of vision and ability, always 
ahead of the times, the crusader of his 
generation. The Provident Life & 
Trust says that the outstanding feature 
of his newspaper publication has been 
its virile independence. The New York 
Life says he was fair to everybody, just 
as fair as the facts warrant, and played 
no favorites. ‘The Penn Mutual says 
that he has encouraged all that is ideal 
in the business. The Connecticut Mu- 
tual says he has performed his work 


LIBERTY BOND BUYING 





Phoenix Mutual Life Aiding Employes 
To Buy on Instaliment Plan; 
Good Investments 
Announcement of a continuation of 
the plan of buying Liberty bonds in 
insta'lments, which was used exten- 
sively by the Phoenix Mutual Life for 
the benefit of its employes during the 
war, was made at a meeting held in 

this city. 

A. A. Welch, vice-president of the 
company, said that for the encourage- 
ment of thrift, the company would be 
willing to purchase Liberty bonds at 
the present low market values and 
would allow employes to pay for them 
in monthly instal!ments over any num- 
ber of months not exceeding twenty. 
Arthur M. Collins, manager of the in- 
vestment bureau, recommended _ the 
purchase of the second converted 4% 
Liberty bond, which at the present 
time is selling at about 85. In his opin- 
ion, the members of this generation 
will never again see the time when 
government bonds of the United States 
can be purchased to yield such excel- 
lent returns. ‘ 








NOTES WITHOUT INTEREST 

Commissioner Savage, of Iowa, has 
issued this ruling in reference to non- 
interest bearing notes: 

“The attention of this Department 
has been directed to the fact that non- 
interest bearing notes have in some 
cases been accepted by life insurance 
agents and/or life insurance companies 
or associations in payment of pre- 
miums, This is incompatible with good 
insurance practices and has been and 
will be, considered by the Iowa Depart- 
ment, as ‘rebating. Any such cases 
coming to the attention of this Depart- 
ment will be treated accordingly.” 





R. C. Kennedy, of St. Clair & Golden 
Agency, Equitable of Iowa, led the 


Equitable’s forces for July. 





faithfully and ably. The Massachusetts 
Mutual says the public owes him a debt 
of gratitude. The Guardian says hé has 
been impartial. These are only a few 
of the testimonials. 


Formerly a School Principal 

Mr. Fliteraft is a Jersey man who be- 
eame a school teacher and a school 
principal. His first work was with the 
Provident Life & Trust as an agent in 
Philadelphia. In 1882 he established the 
company’s general agency in Chicago. 
It was while engaged in field work that 
he conceived the idea of publishing in 
book form for the benefit of the solicit- 
ing agent, the contracts and rates of 
his competitors as well as those of his 
own company. The companies at that 
time were averse to furnishing such in- 
formation to any but their own repre- 
sentatives and prospective policyhold- 
ers. His first book, published in 1887, 
was called “ Contracts of the Most Im- 
portant Life Insurance Companies of 
the U. S. A.” In order to insure all the 
information he desired, it was neces- 
sary for him to insure in twenty odd 
companies. In 1888 he issued the first 
annual edition of the “Life Insurance 
Manual.” 

In August, 1895, he established the 
“Life Insurance Courant,” a journal de- 
voted exclusively to legal reserve life 
insurance and _ interests pertaining 
thereto, his aim being “to educate, de- 
velop and uplift toward the best there 
is, Or may be, in American life insur- 
ance.” 

Other publications have been issued 
by him as follows: “Net Reserves and 
Net Premiums,” 1895; “Charters and By- 
Laws of 35 Life Insurance Companies,” 
1896; “Charters and By-Laws of 42 Life 
Insurance Companies,” 1905; “Proofs of 
Death Forms,” 1898, and revised, 1906; 
“The Life Insurance Agents’ Vade 
Mecum,” 1898-1917; “Worthy Ex- 
amples,” 1901; “Annual Dividends,” 
1907-1909; “Dividends and Net Cost,” 
1907-1918; and “Flitcraft Compend,” 
1914-1920. 


BULL AND BEAR NEWS 





Agents of Illinois Life Given Both By 
Vice-President For Their 
Guidance 





At the recent $100,000 Club Conven- 
tion of the Illinois Life Vice-President 
R. W. Stevens, of the Illinois Life, made 
this statement to agents: 

In order that you may form your own 
conclusions as to the business outlook, 
and be well grounded as to your rea- 
sons for your conclusions, it will be 
well for you to have in mind the most 
discussed and principal bu'lish and 
bearish factors controlling the present 
situation, which are as follows: 

Bullish—Bumper crops, Shortage of 
essentials, Railroad valuation, Commer- 
cial liquidation, Underproduction, Eu- 
ropean reconstructions, Sound bank po- 
sition, Large corporation assets, United 
States a creditor nation. Bearish-— 
New Wage advances, Railroad conges- 
tion, Credit strain, Capital shortage, 
Labor inefficiency, Extravagance, High 
living costs, War taxes, Higher operat- 
ing costs. 





COURT RULING 


It was recently held by Judge James 
D. Elliott of the United State District 
Court in South Dakota that $5,000 of 
life insurance in the hands of a debtor, 
in the hands of the administrator or 
executor of the estate of a deceased, 
or in the hands of a bankrupt, is abso- 
lutely exempt from execution. 

In reviewing the case before the 
Northwest Congress Judge Elliott said: 
“This is one of the greatest, if not the 
greatest, asset any man can have. You 
offer him something that no one else 
in the business world has to give. There 
is no other kind of property that is in 
his hands, if living or in the hands of 
his beneficiaries at death, that is not 
affected by adversity during his life 
and cannot be touched by his creditors 
after death,” 








American Central Life 
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INDIANAPOLIS, INDIANA 


Established 1899 


All agency contracts direct with the company 


Address: 
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LIFE INSURANCE COMPANY OF VIRGINIA 
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OLDEST -LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.0@ to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1919: 
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A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
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Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


(Pennsylvania) 





satisfaction. 

















PROVIDENT agents are selling not only protection but 


The policy-holder who matures a Provident Long Endow- 
ment is a center of Provident influence in his community. 


PROTECTION+ THRIFT = SATISFACTION 








THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 
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WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 








EQUITABLE STOPS 
CANADIAN WRITINGS 


Society Also Withdraws From New 
Production in Great Britain and 
in Ireland 








LETTERS ANNOUNCING DECISION 





To Concentrate Upon Intensive Devel- 
opment of Agency Forces Within 
Continental U. S. Limits 





The Equitable Life Assurance Socie- 
ty has discontinued the writing of new 
business in Canada, Great Britain and 
Ireland. In future the Society will 
confine the writings of its new business 
exclusively to the continental limits 
of the United States. At one time it 
did business in quite a number of for- 
eign companies, but gradually stopped 
new writings in each. The Equitable 
has never made any special drive for 
Canadian business, but has rol'ed up 
a number of millions of business there 
each year by reason of its prestige and 
the Canadian organization it main- 
tained, the general manager for the 
Dominion being Gerald F. Brophy, 
headquarters Montreal. 

Policyholders’ Announcement 

In making the announcement J. V. F. 
Westfall, vice-president, wrote to pol- 
icyholders this letter: 

“For many years the Equitable has 
been following the policy of gradually 
withdrawing from the writing of new 
business in territory outside of the 
continental limits of the United States, 
and of concentrating its energies upon 
the intensive development of its Agen- 
cy Forces in the latter field. In fur- 
therance of that policy the Equitable 
from time to time has so withdrawn 
from all outside fields except Canada, 
Great Britain, and Ireland. It has 
now decided to discontinue the writing 
of new business in those countries. 

“This action will not affect in any 
way your rights as Equitable policy- 
holders. So long as there remain any 
outstanding policies of the Society in 
Canada there will be maintained in the 
Dominion whatever offices and organi- 
zations may be necessary to properly 
serve the ho'ders of such policies. If 
at any time you desire information in 


connection with your policy in the 
Equitable, please take up the matter 
either with the office through which 
you pay your premiums, or with the 
Home Office in New York.” 

. Letter To Agents 

In writing to the field forces of the 
Equitable in Canada W. E. Taylor, 
vice-president, said: 

“For the purpose of concentrating its 
energies upon the intensive develop- 
ment of its agency forces within the 
continental limits of the United States, 
the Society for many years has been 
following the policy of withdrawing 
from the writing of new business in all 
fields outside those limits. In further- 
ance of that policy, the Equitable from 
time to time has so withdrawn from all 
outside fields except Canada, Great 
Britain and Ireland. It has now decid- 
ed to discontinue writing new business 
in those countries, 

“The withdrawal from Canada will 
be accomplished gradually, extending 
according to our expectations over a 
period of not to exceed eighteen 
months from September 1, 1920, so as 
to afford you ample opportunity to con- 
clude your business and otherwise to 
adjust your affairs. 

“This discontinuance of the writing 
of new business in Canada will not 
affect in any way the rights of Equit- 
able policyholders residing there. So 
long as there remain any outstanding 
policies of the Society in Canada, there 
will be maintained in the Dominion 
whatever offices and organizations may 
be necessary to properly serve tne 
holders of such policies. They should 
feel assured that it will be wise for 
them to take advantage of the facili- 
tiles afforded for the maintenance of 
their insurance contracts. 

“The officers of the Societv extend 
to you their grateful appreciation of 
your record of loyal service, and the'r 
best wishes and co-operation for your 
future success.” 

Deposit Requirements 

At the office of the Equitable it was 
said that the Society did not care to 
make any further comment than thet 
contained in the letters of Vice-Prest- 
dents Westfall and Taylor. The East- 
ern Underwriter learns from some in- 
surance men that there exists among 
executives of American companies who 
do business in Canada considerable 
fee'ing that the deposit laws there are 
very stiff; that reserve requirements 


demand investment in Canadian se- 
curities; and that the companies have 
little control of these securities. 





TAKE UPTOWN SPACE 





Several Home Office Departments of 
Equitable Soclety Go to Broadway 
and Twenty-seventh 





Although the Equitable Life Assur- 
ance Society has the largest building 
downtown in New York City the Society 
has rented several additional floors in 
the Victoria Building, at Broadway, 
Fifth Avenue and MTwenty-seventh 
Street. 

Second Vice-President Leon O. Fisher 
and staff will be located on the twen- 
tieth floor. 

The Comptroller’s Department, in- 
cluding the Home Purchase and Legal 
Divisions, a branch of the Medical De- 
partment, the Telephone Room, the Pur- 
chasing and Supply Department clerical 
force will also be on the twentieth 
floor. 

The eighteenth and nineteenth floors 
will be occupied by the Auditor's Depart- 
ment, including the Collection Division 
which has already taken up its new 
quarters. The Telegraph Room contain- 
ing the Kleinschmidt transmitting in- 
struments will be on the eighteenth 
floor. 

The twenty-first floor extension ad- 
jacent to the spacious roof will be re- 
served for the Hospital and Rest Room. 





INSURES BANK EMPLOYES 

William Van Sickle general manager 
at Detroit of the Home Life, and top- 
line general agency leader for the firrt 
half of 1920, has insured all the em- 
ployes of the Dime Savings Bank of 
Detroit, with its ten branches, includ- 
ing those officials of the bank who are 
within the insurable age. The Bank 
pays the premiums for the members of 
the clerical staff insured in the Home 
Life. 

BANK TAKES OUT GROUP 

The National Park Bank of New York 
has arranged with the Metropolitan 
Life to provide group insurance cov- 
ering every officer and employe of the 
institution. Policies will range ‘fron 
$500 to $5000 maximum and according 
fo length of service rendered 


Fifty New General 
Agencies This Year 


OF MISSOURI STATE 


Company Expects to Have $300,000,000 
in Force By Next January; 
Successful Meeting 


PLANS 


The annual meeting of the $100,000 
Club of the Missouri State Life in St. 
Louis brought together an enthusiastic 
lot of agents who have seen the com- 
pany make rapid strides under the ad- 
ministration of President M. E. Single- 
ton. The agency force of the Missouri 
State Life has written this year $1,200,- 
000 more than it did during the entire 
year of 1919. Out of 231 life insur- 
ance companies there were the first of 
this year only twenty-seven which had 
a greater amount of assets than the 
Missouri State Life. Fourteen of these 
twenty-seven have over a $100,000,000 of 
assets. During the first six months of 
this year, eleven of the twenty-seven 
have paid for less business than the 
Missouri State Life. Additional inter- 
esting figures about the company were 
given by the officers in spirited and in- 
teresting talks. 

New General Aaencies 

Vice-President J. F. Lawrence said 
that since the first of the year the com- 
pany has established thirty new gen- 
eral agencies, and before the end of 
the year the Company expects to estab- 
lish twenty more. In 1915 the Com- 
pany was twenty-three years old and 
had reached $100,000,000 in force. It 
took nearly four years to aceumulate 
its second $100,000,000. On the first of 
this year it had $219,000,000 in force. 
At the end of the present year it ex- 
pects to have $300,000,000 in force. Mr. 
Lawrence spoke most enthusiastically 
about the new group department, which 
he thinks will close the year with $25,- 
000,000 in business paid for. 

In speaking of income and trust fund 
features he said that the Company was 
in a good position to write this class of 
business as it guarantees 3% per cent 
on its non-participating policies, but at 
present is paying 5 per cent on trust 
funds and income settlements. He paid 
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The Test of Service | 
The ultimate success of a life insurance company de- | 
pends upon what those who have bought its policies in the past | 
think of the service they have received. The Massachusetts 
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a tribute to the financial acumen of 
President Singleton. He has raised the 
actual rate of interest earned in the first 
six months of this year over the rate 
earned last year by about 1 per cent. 


Normal Business 


In speaking of the large volume of 
business being done by life insurance 
companies Mr. Lawrence said that he 
did not regard this as a boom proposi- 
tion, but as a normal manifestation. 

“In my opinion,” he said, “the real 
cause is the work which you men carry- 
ing a rate book have done, and the rea- 
lization on the part of the people of the 
value of a human life which, ‘is the 
foundation of all values.’ We have been 
accustomed to think of real and per- 
sonal property when we think of values, 
but behind all values are those of hu- 
man life.” 

New Policy Features 


Vice-President and Actuary George 
Graham said the last annual statement 
of the Company shows capital and sur- 
plus funds for the added protection of 
its policyholders, including provisionally 
apportioned dividends of practically $3,- 
128,706, or 14.46 per cent over the re- 
serve required by the terms of its pol- 
icy contracts and the statutes of the 
states in which it operates. 

Two paragraphs of his speech were as 
follows: 

“Missouri State Life has blazed the 
trail as to several features which have 
since become popular. One which we 
have not yet mentioned is the step we 
took almost two years ago now in lower- 
ing the insurance age for full life in- 
urance benefits on male lives from 
15 to 10 years. During this period we 
have written $1,863,862 of insurance at 
these younger ages. This hitherto un- 
exploited field has, therefore, furnished 
our agents with added sources of in- 
come and only the fringe has been 
touched. The company has found the 
business profitable. Only one death 
claim of $2,000 has been sustained s0 
far. Missourj State Life agents can, 
with profit to themselves and advantage 
to the company, give more attention to 
this new field. Even a small policy 
taken out by a boy under the guidance 
of his parent is almost sure to be the 
forerunner of others which will be ef- 
fected from time to time as the insured 
develops and his responsibilities grow, 
and the agent who writes the first pol- 
icy should be able to secure all future 
business on the boy. 


“Another innovation which Missouri 
State Life hag introduced is the Child’s 
Educational Endowment policy, the pro- 
ceeds of which become available in four 
annual instalments commencing when 
the child attains age eighteen and is 
ready for a college course. Premiums 
are payable only during the Hfetime of 
the parent, ceasing, of course at matur- 
ity and the contract may provide for 
return of the premiums in event of the 
death of the child before maturity or 
waiver in event of disability of the par- 
ent who has assumed responsibility for 
the payment of the premiums.” 





RECORD OF LEADERS 
O. J. Blackenstoce Paid for $1,607,380; 
R. C. Newman and S. M. Powell Fol- 
low Close Behind Him 
Club year records of Missouri State 
Life leaders follow: 


Otis J. Backenstoce.......... $1,607,380 
mont. CG, WOWMAR. . 6 ccccas cas $1,441,200 
2 OS™ eer $1,091,340 
Jacob B. Wolf........ rere $929,000 
mmOmine 3. Parris....cecccecce $761,100 
= 8 2 ee $631,300 
ie Me EOD 5 ccc cc ccdwecses $621,500 
a eee ee $601,182 
OA. eee $601,182 
Po er $548,950 
Se ae ree eee $542,820 
James F. Halley............. $532,296 
We MEE POOENON cn 6ccsreccicveves $527,250 
JJ. L. Richardson............ $525,000 


W. Hoyt Braselton......,.... $502,250 


Watching Instinct 
in Salesmanship 


AS SEEN BY JOHN STEVENSON 


Extracts From Carnegie Director’s Talk 


Before Missouri State Life Club 
Convention 





Talking to the Missouri State Life 
$100,000 Club Dr. John "A. Stevenson, 
of the Carnegie Insurance School, ana- 
lyzed instinct as it is manifested in 
insurance. salesmanship. All agents 
find that certain questions get a uni- 
form response. The cause of this uni- 
formity was analyzed by Dr. Steven- 
son. He said it was due to the fact 
that the human mind has certain in- 
nate or inherited tendencies which are 
the essential springs of action. There 
are certain inherited tendencies which 
make us fundamentally alike. We 
might say it is instinct that is the prime 
mover of human behavior. We come 
into this world laden with a great 
many of these characteristics forming 
and influencing our behavior. Our be- 
havior is in accordance with these in- 
stincts. How about education? you 
may ask. Education does tend to modi- 
fy our fundamental instincts, but, after 
all, it is really founded upon one of 
these fundamental instincts. 

Inherited Instincts 

“Instinct may be defined as an in- 
herited disposition; any inherited dis- 
position,” he said, “It may be described 
as the tendency to act in a certain man- 
ner. An exact definition of an instinct 
is dificult to give. If we disregard or 
overlook the inherited disposition, we 
take away one of the biggest motives 
and driving powers back of the sale. 
If we can get this motive force from 
the instincts irrigated into our sales 
talk, it will be a big factor in getting 
the prospect to act. 

“What are some of the instincts and 
how may the salesman appeal to them? 
The instinct of eating is, of course, 
fundamental. No doubt you have all 
had the experience of getting a favor- 
able response from a prospect after a 
luncheon or dinner. You seem to get 
his interest better; things seem _ to 
move along easier. All of us are so 
constituted that a strong appeal can be 
made to this instinct. There are some 
people, probably the uneducated, to 
whom I would be perfectly satisfied to 
say: ‘How would you like to make it 
absolutely certain that your wife and 
children will have three square meals 
a day?’ Many people react favorably 
to this expression, and it is probably 
the way to put the question to them. 
To the average man of some little re- 
finement and education, we say, ‘How 
would you like to know that your wife 
and children will be provided for as 
long as they live?’ This is about the 
same statement; you are appealing to 
the instinct of eating, but you are mak- 
ing the appeal in a little different man- 
ner and language for a man that is 
more refined and educated. 

“There is the instinct of manipula- 
tion. Everybody likes to finger with 
things and manipulate objects. This 
instinct is shown in the child of three 
or four months of age as he begins to 
handle and manipulate objects. One 
of the strong points of the Manning 
system of selling insurance is the ap- 
peal it makes to the manipulative in- 
stinct. His opening statement is, ‘I 
have carefully prepared a proposition 
for you. Will you read it?’ The pros- 
pect takes the proposition and reads 
it. This furnishes an opportunity for 
the arousal, of the manipulative in- 
stinct. I am not very enthusiastic 
over the idea of submitting sample 
policies because they are meaningless. 
Irrespective of this, the tendency to 
manipulate things explains why some 
salesmen carry sample policies and 
why others will put articles or objects 
before a prospect. He is making an 
appeal] directly to his manipulative in- 
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Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
WM. D. VAN DYKE, President 


INSURANCE IN FORCE, $1,680,936,546 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued 


POLICIES MOST FLEXIBLE AND EASY TO SELL 
Compiete Agency Protection: 
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is located a big, vigorous, and growing 
institution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
holders and fic!d force. 

Over $220,000,000 of insurance in force. 
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Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS. President 


Total Resources Dec. 31, 1919.... over — $7,500.000.00 
Insurance issued during 1919..... over 26,000.000.00 
“Insurance in force Dec. 31, 1919.. over 70,000.000.00 


THE PAN-AMERICAN WAY. 

In keeping with the higher Ideals and Ethics of the Business, the Pan- 
American does not seek to employ agents of other companies, but by 
interesting men of intelligence, character and clean record, instructing 
them by correspondence, and assisting them in the active co-operation 
of specially trained men, it has built up a field organization that is 
prosperous and contented. 

What those agents are doing, you can do, if you have the Will—the 
Pan-American Way is open to you. 


Address: E. G. SIMMONS, Vice-President and General Mer. 
NEW ORLEANS, LA. 


a rr re 





























August 20, 1920 


THE EASTERN UNDERWRITER 


7 





stinct. 
able to present because of its appeal 
to the manipulative instinct. 

Instinct of Possession 


“Next, let us consider the instinct of 
acquisition or possession. There are 
a lot of men who take insurance mere- 
ly because they like to acquire it, and 
there seems to be no other reason for 
it. A lot of people about once a year 
call to get some additional insurance. 
They like to acquire several policies. 
This is a form of the hoarding instinct. 


“Thore is the instinct of apnroval. 
An of us like the annroval of ovr 
friends. The sneaker rememhers that 
mite a disturbance was raised in a 
certain community hecause” several 
wives, in discussing the anestion of 
inenrance. found that one of the wom- 
en’'c hushands carried a large amount 
of insurance. The other wives were 
interested ta know whv certain other 
hushands didn’t earrv the same amount 
of insvrance: thev wondered whv it 
was that one hnsbhand thought enoveh 
of his wife to have $75.000 and another 
onlv $25.000 and another $10 009. Some 
additional insvrance was sold Tt is 
this instinct of annroval. the desire to 
have someone approve, that we all en- 
joy. 

“The instinct for mastery and leader- 
chin mav be apnealed to in the sa'e. 
Show what other neople. the leaders of 
the community, have taken ovt. Your 
prosnect wishes to he known as one 
of the leaders To some, this is a 
very strong and forcible apneal. Manv 
companies and agencies nut out a list 
of men who ecarrv a certain amourt of 
insurance with their comnanv. This 
list is used by the agents in soliciting. 
The salesman says to his vrospect, 
‘Here is a list of the prominent men 
who carry a certain amount of insur- 
ance with our comnany. T want vou on 
this prominent policyholders’ list. Let 
me have your application for seven or 
twelve or fourteen thousand dollars.’ 
or whatever amount is necessarv to put 
him on the list. This may be the on'y 
sales suggestion or argument that is 
used. The prospect looks over the list 
and sees displaved a galaxy of the 
prominent men in the city, and he buvs 
because there is a direct apneal to this 
instinct of leadership. He likes to be 
classed with the leaders. 

Fighting Instinct 

“The fighting instinct is a very pow- 
erful instinct and may be of great use 
in selling. By reminding the prospect 
what some of his competitors are do- 
ing, and showing him the advantages 
accruing to the other competitors by 
purchase of business insurance, you stir 
your prospect up to purchase additional 
insurance. ‘Mr. So and So has his 
business protected bv insurance. Will 
vou let him be shrewder in his business 
dealings than you?’ Such an approach 
makes a direct appea! to the fighting 
instinct. 

“The sex instinct is one of the most 
fundamental instincts. The protective 
side of the sex instinct may be appealed 
to in selling insurance to men. It is 
the power coming from this instinct 
which causes the sale of so many in- 
come policies. Males all show anxiety 
in making adequate provision for their 
families. We appeal directly to the 
Protective side of the sex instinct, and 
we get the desired response. 

“The parental instinct offers a wide 
scope for direct appeals to buy. An 
‘npeal to this instinct probably causes 
the sale of most of our life insurance. 
If you make a direct appeal to the 
father or husband to provide adequate 
Yrotection for his wife and children, 
you will usually get a uniform re- 
sponse. Men put the interests of their 
wives and children ahead of their own 
Personal interests. This is a funda- 
Mental instinct and should be appealed 
to by salesmen. A well-planned appeal 
fo the parental instinct is sure to yield 
results, 

“How can we utilize these instinctive 
interests? If, in your sales talk. you 
do not in some way or other make a 
direct appeal to the prospect’s eating, 
acquisitive. manipulative, sex, fighting 
or parental instinct, you have over- 


A written proposition is valu- 


IMPERIAL BUILDING 


411-13 WALNUT STREET 


PHILADELPHIA 





OF SPECIAL INTEREST TO FIELD MEN 





The Perfected Endowment Plan has been embodied in a 
volume of one hundred and eighty-four pages, containing 
working formulae, basic tables, net premiums, reserves and 
endowment accumulations, maturing at ages 45, 50, 55, 60, 
65 and 70; also net premiums for converting Ordinary Life 
policies already issued into Full Paid Life or Endowments 
maturing at ages 45, 50, 55, 60, 65 and 70 regardless of the 
date of issue, without the payment of the difference in back 
premium with interest, or become a lien on the policy, and 
the policy forms for the Perfected Endowment Plan. 


Its object is to furnish efficient service and to co-operate 
with Life Insurance companies for the successful inauguration 
and promulgation of the Plan. To give the Plan universal 
publicity through high class mediums of universal circulation, 
which will bring thousands of inquiries. The persons making 
these inquiries, we believe, can best be served by referring 
them to the Field Men in their respective localities, who are 
shareholders in the Perfected Endowment Company. 


Shares are hereby offered to Field Men in limited 
amounts and as broadly scattered as possible, so that each 
shareholder can attend to the prospects in his immediate 
locality and surrounding territory. 


The right to cancel subscriptions and return the money 
paid on same, is reserved for the purpose of limiting the 
number of shareholders in a given territory, thus assuring 
each shareholder as nearly equal opportunities as possible 
from this source. 


The management is in the hands of competent men with 
thirty to forty-five years’ experience, in official and other 
‘apacities, in the Life Insurance business, whose constructive 
ability has earned for them the high positions they now hold. 


A twenty-four page prospectus has been prepared, giv- 
ing a synopsis of this book with samples of different tables, 
and will be mailed to any applicant upon request. 


Write today and get aboard quickly. 


PERFECTED ENDOWMENT COMPANY 


411-13 Walnut Street, Philadelphia, Pa. 





The adoption of this plan in no way interferes with 
the old forms of policies, it simply adds a new line of 
attractive policies that it is believed will have a ready 
sale. 





























looked the great action-nroducing mo- 
tives in salesmanship. Somewhere in 
your sales talk make an appeal to the 
prospect’s home, family, love of ap- 
proval, and desire for mastery. 
“Suppose we take for granted that 
the salesman has made appeals similar 
to these we have just discussed. What 
then? 
Must Have Opportunity To Buy 
“The prospect does not buy. unless 
he has the opportunity. There are 
many salesmen who present a proposi- 
tion that is or is not especially anpeal- 
ing to the prospect. The prospect mav 
be absorbed in other matters and does 
not wish to buv. The idea of buyine 
must be fanned and strengthened and 
made to take the place of other ideas. 
It mvst be made more imnvortant to the 
prospect than any other idea. It muat 
loom big ard take on crest atenifi- 
cance, Salesmen must maninniate 
ideas in such a way that the prosnect 
will yield to them Do not confuse 
the prosnect bv talkine about firet one 
thing and then another. hut etick to 
the idea that insurance ie the most 
imnortant thine in the world for him 
If the prospect brines up other ideas, 
pass over them easily. quickly 
come back to vour one definite prone 
sition which von have put nn to him. 
“Don't bring in corflictinge ideas, 
Every time you bring in a conflicting 
idea, you create a condition of indect- 
sion and inaction. You have heard of 
the old storv of the donkey that was 


ana 


placed exactly midway between two 
bales of hay. Each bale was equallv 
accessible and attractive. The result 


was that the donkey starved to death 
because he covld not make a decision 
to take one bale. Don’t ret your pros- 
pect where he wants to byv insuranes 
and then introduce conflicting ideas hv 
bringing in a variety of nolictes. Se. 
lect the best poliev for his individual 
needs and talk nothing else, e'iminat- 
ing conflicting ideas. 

“Every time you say anvthing to him 
about a competing comnanv you iuet 
make that conflicting idea loom un a 
little bit larger, and every time you 
say something about some other com- 
pany, you have just made ancther con- 
flicting idea that later von will have to 
drive out in some way. Minimize the 
conflicting ideas in your sales talk. 

“Conflicting ideas are aroused when 
the salesman misrepresents another 
company wtih the corresponding result 
that it hurts his chance of a sale. This 
practice is psychologically unsound, 
not to say anything of its professional 
aspect. 

“You cannot sel' unless the prospect 
is given a chance to make a purchase 
Make provision for the prospect to re- 
spond. The situation must be put to 
him so that he can respond.” 


CONTINUOUS TRAINING 

In a recent talk to Equitable agents 
Dr. George B. Van Arsdale said: 

“The best definition of a trained man 
is one who knows how to take what he 
has and go on to something better. The 
trained man is not simply the one whose 
head is full of knowledge. Such a man 
might be likened to an over-burdened 
lumber wagon. The truly trained man 
is the one who knows how to use that 
which he has stored in his mind. 

“Training must be continuous. Every 
professional man knows that he must 
continue his studies to keep abreast of 
the times. Even knowledge must be 
kept up to date in this world of evolu- 
tion and progress. 

“Universities and colleges do not 
make great men. Only those who take 
the knowledge gained there and use it 
become great. Our Correspondence 
Course, the text books on insurance we 
furnish, the classes we are holding, and 
our incomparable canvassing material 
will not make you successful trained 
agents, but rather the use to which you 
put these instrumentalities.” 

The current issue of “The Financier” 
has an interesting article on the sub- 
ject of “Over-Taxation Helps High 
Prices.” It is by the chairman of the 
London Joint City and Midland Bank, 
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LIVE HINTS FOR BUSINESS GETTERS 
Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency | 
—_ 
F. Highlands Burns, the Illustration 3. A man dies, without 
Dealingin new president of the having made a will, leaving no rela- 


Dollars That Maryland Assurance, 
Guard Lives wrote a message of 120 

words on the cover of the 
Company’s publication, “Protection,” 
this month. It bore the _ headline, 
“Dealing in Doliars That Guard Lives,” 
and offered these concise observations: 

The savings bank, the trust company, 
and the life insurance corporation are 
closely akin in their purposes and in 
their services. 

All offer a lega!ly-protected oppor- 
tunity for safe investment, combining 
a sure return with future security for 
the family. 

An investment in life insurance 
should come first—it means most for 
the home folks in an emergency. 

The service rendered by a life in- 
surance agent is, at the very least, 
equally as important and as necessary 
as the service rendered by the trust 
officers of a trust company or by the 
investment officers of a savings bank. 

A life insurance agent makes his liv- 
ing by- the highest form of financial 
service—he deals in dollars that guard 
lives. *e2e 


Insurance agents should 
Importance be interested in an article 
of Making on wills recently written 

Wills by a well-known lawyer, 

M. J. Leen, of Ohio. He 
clearly points out that if a person dies 
without making a disposition of his 
property the law makes it for him. Un- 
less he has made a study of the statutes 
of descent and distribution, and is sure 
that the law will dispose of his prop- 
erty in the manner he desires, it is im- 
portant that he make disposition of it 
by will. If he does not, in all probabil- 
ity, the law will dispose of it contrary 
to the way he would have desired. 

Illustration 1. A man dies without 
having made a will, leaving a wife and 
several minor children. He was pos- 
sessed of both real and personal prop- 
erty. Under the law, the title to the 
real property immediately vests in the 
minor children, subject to the dower 
interest of the widow, which is a one- 
third life interest, and the personal 
property is distributed as follows: To 
the widow one-half of the first four 
hundred dollars and one-third of the re- 
mainder; to the children, one-half of 
the first four hundred dollars and two- 
thirds of the remainder. 

Disposition of the children’s share of 
the personal property, for their main- 
tenance and support, must be made 
through a legal guardian, appointed by 
the Probate Court. This naturally in- 
volves expense. If it is necessary for 
the real property to be sold for the 
support of the widow and children, a 
legal proceeding is also necessary, as 
the widow cannot dispose of it, the title 
having vested in the children. 

There are very few husbands and 
fathers that would not trust the dispost- 
tion of their property, for the mainte- 
nance of their wife and children, to the 
wife, without the supervision of the 
‘court. By making a will, leaving the 
property to the wife, the complications 
and expenses mentioned above can be 
avoided. 

Illustration 2. <A single man dies 
without having made a will, leaving a 
father and mother, and brothers and 
sisters. Under the law, all of his prop- 
erty, both real and personal, passes to 
his brothers and sisters, and not to his 
parents. It is only natural, as well as 
right and proper, that his parents should 
be his beneficiaries, to repay them to 
some small extent for their many sacri- 
fices during his early life, yet unless a 
will is made making them his benefi- 
ciaries, they do not get a penny. 


tives. All of his property passes to the 
State of Ohio, whereas he had taken ad- 
vantage of his opportunity to make a 
will, it is more than probable he would 
have bequeathed it to some deserving 
friend or friends that had befriended 
him during his lifetime. 

The above are only three of many in- 
stances where, without a will, complica- 
tions and expense arise, and property 
passes to someone other than the ones 
the deceased would have selected as the 
recipients of his bounty. 

The making of a will is not an in- 
volved and expensive proposition. All 
that is necessary is to consult an at- 
torney and inform him of the manner in 
which ~you desire to dispose of your 
property, or to seek his counsel if you 
are uncertain of the manner in which 
to dispose of it. He will then prepare 
for you a will, at small costs as com- 
pared to results and benefits to be ob- 
tained. 

Do not put off performing this im- 
portant duty, for life is uncertain. Even 
though you may have the best inten- 
tions of doing it at a later date, you 
may meet an untimely end, and those 
most deserving of sharing in your es- 
tate may get nothing. 

Should you desire a different disposi- 
tion of your property at a later date, a 
new will can be made, revoking the for- 
mer one. 

s * e 


The longer I live, the more 
A Talk I value loyalty. When I was 

On young I had the silly notion 
Loyalty that loyalty meant being obe- 

dient to someone else. 

In those blundering days of youth, I 
thought that the greatest thing was 
independence, 

Today, after many hard lessons, I 
know that loyalty—sympathetic, intelli- 
gent loyalty, is one of the most valu- 
able virtues that a man can have. 

Unless you are loyal to others, no 
one will be loyal to you. 

If you are an employer, you must be 
loyal to your workers, 

If you are a worker, you must be 
loyal to your employer. 

No success—no lasting success—can 
come to any firm unless there is loyalty 
on both sides.—Herbert N. Casson. 

eee 


Thomas A. Buckner, 

Antnsurance’ of the New York Life, 
Editorial Based has written a little 

on Ruth sermon based on a 

performance of “Babe” 

Ruth at the Polo Grounds, This is the 
way Mr. Buckner sees it: 

“Two New York Life men went out 
to the Polo Grounds the other day to 
see Babe Ruth, the incomparable, bat 
out his 30th home run, He didn’t do it, 
not that day. But he did bat out a 
glorious liner within a foot and a half 
of going into the bleachers, bringing 
in the three men who were on bases, 
= sending him around to the center 
ag. 

“Many players inspired by Ruth’s 
great fame as a hitter try to emulate 
his example. Fine. Splendid. But 
Babe Ruths in baseball or in life in- 
surance are mighty scarce. H. B. Ros- 
en is the only one in the Babe Ruth 
class of whom we know. Every real 
salesman, however, is exposed to the 
possibility of making a_ grandstand 
play every now and then. He gets the 
Home Office cheering for a home run 
or a three-base hit, but often he is 
caught napping at third and fails to 
score, while the men on the team who 
can produce singles or doubles con- 
stantly and do it right along, instead of 
home runs occasionally, will pile up a 


high average in Nylic and on the Lead- 
ers’ Lists that eventually puts them in 
the lead in the Clubs and fattens their 
bank accounts to splendid proportions 
and makes them independent. It is 
better to be a Star, shining all the time, 


than a Meteor.” 
a . 


Of course the Boss has 

You many failings. But credit 

and him with doing his best. He 
the Boss hired you. You may be the 

whole show. But who guar- 
antees the “gates”? 

There’s just one man can keep rais- 
ing your pay. Look him square in the 
eyes and ask him about it—when you 
share. 

Whose job are you after, the man 
ahead of you or the one behind? Look 
out! You may get it. 

You're always in business for your- 
self. It might pay you to give the Boss 
a bargain now and then.—Bookseller 
and Stationer. 
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HOME LIFE 


INSURANCE CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 


WILLIAM A. MARSHALL 
President 





The 60th Annual statement 

shows admitted assets of 
$37,780,735 and the Insur- 
ance in Force $185,755,819, 
a gain for the year 1919 of 
over $27,000,000. The Insur- 
ance effected during the year 
was over $40,000,000, or 63% 
more than in the previous 
year. The amount paid to 
policyholders during the year 
was over $4,388,000. 
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Build Your Own Business 
under our direct general agency contract 
Our Policies provide for : 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 
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THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. 8S. WELD, Superintendent of Agencies 
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Edwards Talks to 
Canadian Agents 


ADDRESS SOUNDS LOFTY NOTE 


His Unique Story of Agent Who Will 
“Leave $10,000,000” When 
He Dies 

J. Stanley Edwards, president of the 
Netional Association of Life Under- 
writers, was one of the principal speak- 
ers at the fifteenth annual convention 
of the Life Underwriters’ Association 
of Canada at Ottawa this week. He dis- 
cussed the human equation in life in- 
surance growth, the successful under- 
writer as a trained salesman, under- 
writing as an organized business serv- 
ice, improvement of field ethics due to 
organized underwriters, the agent’s obli- 
gation to his co-workers, life under- 
writing as a business, vocation or pro- 
fession, life insurance a_ solvent of 
America’s needs, the underwriter as an 





LIFE INSURANCE DEFINED 
By J. Stanley Edwards 

Life insurance is_ financial 
faith well founded; it is hope 
made certain by fruition; it is 
charity eclipsed by lack of want 
and human love made immortal 
by the tokens it sends back from 
beyond the grave. Life insur- 
ance is the last word that civili- 
zation has been able to spell out 
from the alphabet of its exper- 
ience throughout mankind’s 
age-long groping for a practical 
human brotherhood. From the 
first whisperings of time men 
have instinctively sought for 
protective co-operation one with 
another. The family evolved to 
the tribe, the tribe to the clan, 
the clan to the state and the 
state to the nation. Some hope 
today for a league of nations and 
some look forward to the inter- 
nationalism of the socialist but 
through life insurance humanity 
is already as nearly an interna- 
tional brotherhood for mutual 
benefit as human _ limitations 
will yet allow. 











agent of Americanism, the life under- 
writer as a useful citizen, and the new 
meaning of the term underwriter. 

In part Mr. Edwards said: 

“America needs more property own- 
ing citizens with a financial stake in 
their country’s welfare. The man who 
owns his home, who has a savings bank 
account or who holds a life insurance 
policy is not so likely to be a Red. 
America needs stabilization of labor 
through better home, health and work- 
ing conditions. Industrial insurance 
und group insurance go far to meet 
such needs. 

“The time has come when the life ag- 
ent of the New Era is being recagnized 
as having an important place to fill 
ouiside the confines of his own business 
and beyond the horizon of his own desk 
or rate book. Semuel Gompers, Presi- 
dent of the American Federation of 
Labor, is quoted as saying that aside 
from his own organization there is no 
one large class of men that has poten- 
tially so great a power for the influ- 
encing of public opinion as the life in- 
surance men of the country. This is 
true because of the nature of their busi- 
ness. If there are in the States one 
hundred and fifty thousand life insur- 
ance agents calling almost daily upon 
thirty millions of policyholders an‘ 
prospects their power, properly organ- 
ized would be. practically unlimited. 
The opportunity of Industrial and other 
agents visiting home, office, farm and 
factory to carry with their rate books 
whatever message they will is some- 
thing stupendous to contemplate. Un- 
derwriters Associations are recognizing 
that with this opportunity goes a duty 
and a responsibi'ity and Americaniza- 
tion propaganda with a patriotic com- 


mittee at work is fast becoming a part 
of the equipment of every up to date 
local Association, 


A New Story 


“Is noi the man representing the one 
institution that seeks to solve so many 
social and economic problems a useful 
citizen? The life underwriter of the 
New Era will be or ought to be the 
most useful citizen in his community. 
For another reason he will be most 
useful because of the nature of his call- 
ing than which there is none other 
more useful. Let me illustrate this by 
an incident recounted at some of our 
meetings in the States. The story is 
iold that not long ago there was gath- 
ered one winter night about the fire- 
place of a wealthy club in a large city, 
a small group of rich and well known 
men. A prominent citizen of the com- 
munity iad died that day and left a 
very large _ fortune. Naturally his 
wealth was the topic of conversation 
and then as the group was intimately 
acquainted with each other, the con- 
versation drifted into a more personal 
vein, ani cach man was questioned, in 
turn, #s to the size of the estate he 
might leave when death should over- 
take him. The figures spoken of were 
large, because they were a‘'l men of 
wealth. In the corner, until now unob 
served, sat a life insurance agent. He 
was of no particular wealth or promin- 
ence but as a guest had listened with- 
out comment to the discussion. Finally 
one of the rich men spied him and half 
in sarcasm and half in jest said, ‘Well 
George, how much of an estate do you 
expect to leave when you die’? The 
poor life insurance agent was rather 
startled but after a moment’s thought 
made this reply: ‘1? I expect to leave 
an estate of ten milions of dollars.’ 
Such an unexpected response was ques- 
tioned by looks of incredulity on the 
part of the listeners but it was repeat- 
ed with emphasis, ‘Yes, I will leave 
an estate of ten millions of dollars and 
more’ with the significant words added, 
‘for other people’, He meant of course, 
that as the result of his life’s work as 
an insurance agent he had literally 
caused to be created through his per- 
suasion and by his work here on one 
occasion an estate of one thousand dol- 
lars and there on another, an estate 
ol two thousand do lars; sometimes per- 
suading the creation of larger estates 
of five thousand or ten thousand dol- 
lars or more. He could literally say 
with truth, he would leave as the re- 
sult of his life work, a community rich- 
er by ten million dollars of estates that 
would not otherwise have existed ex- 
cept for his labor. It is true they were 
only estates for other people, but after 
al, what kind of an estate does any 
man leave except it be for other peo- 
ple? And was his not a more useful 
legacy than that left by the man of 
wealth to one heir alone or to one fam- 
ily only though an estate of like 
amount? 


The New Meaning of the Term Under- 
writer 

“Life underwriters of this new era 
are giving wider meaning to the term 
‘underwriter’ as distinguished from its 
former narrower sense, as defined by 
the dictionary. We have heard discus- 
sion as to whether the workers of our 
craft should be called agents, sales- 
men, or underwriters. The term by 
which their work is designated is not 
of great importance. They must of 
necessity be both agents and salesmen 
but it is important and essential that 
every agent and every salesman recog- 
nize, that before he can qualify as a 
true life underwriter of the new era, he 
must and may if he wi'l be more than 
a faithful agent and a successful sales- 
man. 

“The agent represents his company, 
the salesman represents his client or 
himself but somehow the agent of che 
new era while continuing to be a faith- 
ful agent and a trained salesman will 
also be a part of the organized under- 
writers, be a practitioner of his pro- 
fession, a servant of society, a practical 
patriot and a useful citizen. Somehow 
he will come to glorify his work sc 
that his job becomes a mission.” 
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The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Low Guaranteed Rates 








THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
NON-PARTICIPATING POLICIES ONLY 


ORGANIZED 1850 


Over Forty Five Million Dollars Paid to Policyholders 
JOHN P. MUNN, M,. D., President 


Good territory open for high class, personal producers, under direct contracts with the Company 


Address Home Office, 277 Broadway, New York City. 
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HOME LIFE INSURANCE COMPANY of AMERICA | 


INCORPORATED 1899 


PROTECTION FOR THE ENTIRE FAMILY 

This Company issues all modern forms of policy contracts from age 3 months 
next birthday to © years. 
INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 
ORDINARY POLICIES contain a valuable Disability clause and are guar- 
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Guardian Life Club 
Leaders Meet Here 


PRODUCTION FOR YEAR $44,200,000 


Present Economic Value of Human 
Life Analyzed By Vice-President 
T. Louis Hansen 


The Guardian Life’s field men’s or- 
ganization is three years old and it held 
its annual convention at the Hotel Penn- 
sylvania this week. The convention was 
opened by President Cillis. At the first 
convention, which was held in New Or- 
leans, there were a membership atten- 
dance of sixty-one; in Atlantic City 


there were ninety-six; while here this 
week there were one hundred and sixty- 
three regular members, in addition to 
ninety guests. 

The comparative figures for the re- 
spective club years are: 1916-17, $21,- 
500,000; 1918-19, $30,000,000; 1919-20, 
$44,200,000. On the present basis of 
production the club year ending July 31, 
1921, will have a paid production of $60,- 
000,000. During the past club.year the 
club members protected about 15,000 
homes. 

Talk by T. L. Hansen 

In a talk to the club members Vice- 
President and Agency Manager T. Louis 
Hansen said: 

“In 1919 the total volume of new 
business effected in the United States 
was $8,500,000,000, and if the present 
pace is maintained throughout the year, 
and there is no evidence to the con- 
trary now visible, it is not unlikely 
that the $12,000,000,000 mark will be 
reached during the current year, which 
is nearly three times the total produced 
in 1916 and two and one-half times that 
of 1918. _ 

“A truly impressive figure, but I ask 
you to consider that an average annual 
premium of $30 per $1,000 would but 
require $360,000,000 to pay for this 
amount, or less than one-seventieth of 
the amount estimated as the yearly ex- 
penditures in the United States for 
non-essentials, and that the _ total 
amount paid last year for life insur- 
ance premiums of $1,200,000,000 is less 
than one-twentieth of that amount. 
When we sometimes speak with appre- 
hension of the time when there will be 
a falling off of production, are we not 
underestimating the protective  in- 
stincts of American Manhood? Are we 
not underestimating the possibilities of 
this great Republic as a wealth-produc- 
ing nation? Are we not minimizing 
the institution of life insurance as a 
factor in home conservation and the 
promotion of the prosperity of the Na- 
tion through that systematic thrift 
which is necessary to secure indemnifi- 
cation for the loss of that precious 
thing—life—which is more valuable 
than mere property, which latter can be 
replaced? And, finally, are we not also 
minimizing our own ability as life in- 
surance underwriters? I hold that it 
will in a very great measure depend 
upon the life insurance companies and 
their sales organizations whether there 
shall be any falling off in the produc- 
tion of life insurance in this country. 

“It is generally conceded that the in- 
stitution of life insurance is becoming 
more and more recognized as essential 
to the life and welfare of the nation 
and in the light of that knowledge we 
must carry the benefits of life insur- 
ance in greater volume into those homes 
which are either entirely unprotected 
or inadequately protected. Assuming 
there are 22,000,000 homes in this coun- 
try, and each family head were insured 
on the average for $10,000, the insur- 
ance in force would be $220,000,000,000 
with premiums aggregating approxi- 
mately $6,600,000,000, or less than one- 
fourth of the amount spent each year 
on non-essentials. These figures only 
cover insurance on lives of the head 
of the family, and as we know, there 
are many other lives which should be 
protected by life insurance, they do not 
represent the amount of life insurance 


which, in my opinion, would represent 
fu'l life insurance protection for the 
people of the United States. In fact, 
the total insurance would produce at 
h per cent an income of but $41.67 
monthly for each family. 

“Certainly at the aforementioned fig- 
ure it could hardly be contended that 
the nation would be over-insured, and 
1 firmly believe that 250 billions of life 
insurance, entailing an annual deposit 
for premiums of $7,500,000,000, or 
slightly in excess of $70 per capita 
could safely be taken care of by the 
population of the United States within 
a reasonable time. 

“In extending the benefits of Life In- 
surance to every home we are erecting 
a bulwark around those homes and as 
the home is the cornerstone of the na- 
tion, around the nation as well. 

“If it is true, and I hold that it is, 
that when a person is licensed to trans- 
act the business of life insurance he 
assumes the definite obligations to 
earnestly aim to provide that bulwark 
for aS many homes as lie within his 
power to reach and that should he fail 
to discharge that obligation faithfully 
he is in part responsible for the pov- 
erty and misery caused by such failure, 
then it is equally true that the institu- 
tion of Life Insurance is responsible 
if it fails to realize and carry out to its 
uttermost ability its obligations to ex- 
tend its far-reaching blessings in ade- 
quate volume into every household and 
throughout the commercial and indus- 
trial life of the nation. 

“When this obligation is fully re- 
alized by the Companies and field 
forces alike, our great business, now 
but in its infancy, wi!l lay aside its 
swaddling clothes and stand forth fully 
grown. There is no reason why the 
high mark in 1920 shall not be sur- 
passed in 1921 if every life insurance 
salesman will conscientiously endeavor 
to discharge the obligations towards 
the community in which he _ lives, 
placed upon him when licensed by his 
State to transact the business of life 
insurance. If each one of the 250.000 
agents licensed in the United States 
were to produce the modest amount of 
$100,000 in 1921, the total production 
would aggregate 25 Billions, which 
would be three times that of 1919 and 
double the expected production in 1920. 

Analyzes Dr. Fisher’s Figures 

“On the basis of certain tables pre- 
pared by Dr. William Farr, of England 
Prof. Irving Fisher, of Yale, in his re- 
port on ‘National Vitality’ prepared 
for the National Conservation Commis- 
sion, published in 1909, gives the fol- 
lowing figures as the minimum worth 
of the average American life at dif- 
ferent ages, viz.: 


Beresve ASO ficiecceacs $ 90 
Age Meee 950 
2 _, See 2,000 
" er 4,000 
- rrr 4,100 
a _ eer 2,900 
eS 80 minus 700 


“Dr. Fisher in the absence of reliable 
statistics assumed $700 to be a safe 
minimum of the average annual earn- 
ings of workers of all grades from day 
laborers to Railroad Presidents, assum- 
ing all working years to be actually 
employed in work, but since about one- 
fourth of the persons of working age 
were not workers, but were supported 
(for the most part) by earnings of capi- 
tal, this figure was cut down to three- 
fourths or $525. 

“On the basis of these tables and 
assumptions, Dr. Fisher estimated the 
average economic value of a human 
life to be $2,900, but since the average 
earnings in 1920 are easily double 
those of 1909, it is safe to assume that 
the economic value of a human life has 
also doubled, making it $5,800, on which 
basis the economic or insurable value 
of the population of the United States 
in 1920 of over 106,500,000 would be 
620 billion dollars. 

“Dr. Fisher’s estimate in 1909, on the 
1907 census population of over §85,- 
500,000 and an average value of $2,900 
for each life was $250,000,000,000, which 
he considered a minimum. Since 1909 
this value has therefore increased 370 
billions.” 














THE TRAVELERS 


—good to represent because its eminence in work- 
men’s compensation, liability, accident and other 
‘asualty lines is unapproached—in addition to which, 


it is one of the great life companies. 


Write to the nearest branch to-day for representation 


THE TRAVELERS 
INSURANCE a INDEMNITY 


COMPANY COMPANY 
HARTFORD, CONNECTICUT 
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THE MAN 4x» THE JOB 





The time which all employees have looked forward to, 
when the job would be hunting the man instead of the man 
hunting the job, has evidently come. If you can do anything 
in the way of producing material or moral values, the job is 
waiting for you—looking for you. Life insurance companies 
have heretofore been in the position of the employee who had 
to hunt his job in order to get the opportunity to do the work 
he was able to do for the benefit of his employer and the com- 
munity at large. Now employers are looking for men and 
men who need life insurance are looking for a life company 
that will insure them. 


This advertisement is therefore printed here to notify the 
public that the New York Life Insurance Company, organized 
under the laws of the State of New York in 1845, is ready to 
do the job for those who need life insurance. The Company 
did the job for over TWO HUNDRED THOUSAND MEN 
AND WOMEN in 1919, but was obliged to turn away over 
FIFTEEN THOUSAND, not because the Company’s facilities 
were not ample, but because they applied too late—they were 
no longer insurable! They wanted protection to the amount 
of SIXTY MILLION DOLLARS, and the Company could not 
furnish a dollar. 


So the Company is printing this notice to the effect that it 
is ready to do the job for healthy men and women, on appli- 
cation. Its facilities are ample, its work has behind it the 
guarantee of seventy-five years of faithful service, a mutual 
organization with a membership of over a million insured 
persons, with ample reserves to meet every contingency. The 
Company has Branch Offices in the principal cities, and 
Agencies in nearly every county. You can easily find one and 
he will do the job—if you haven’t waited too long. 


New York Life Insurance Company 
346 & 348 BROADWAY, NEW YORK, N. Y. 
DARWIN P. KINGSLEY, President 
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$83 Check Led to 
Payment of $1,000 


EXTENDED INSURANCE CASE 








Phoenix Mutual Manager in Atlanta 
Began Investigation of Lost Policy; 
Widow Made Happy 





In a search for a policyholder of the 
Phoenix Mutual to pay him a pure en- 
dowment of $83 discovery was made 
that the insured died before expiry of 
extended insurance and that the bene- 
ficiary is entitled to $1,000. In discuss- 
ing the incident the Phoenix Mutual 
says: 

“Only four premiums had been paid 
on his Phoenix Mutual policy when 
James B. Moore of South Carolina al- 


lowed it to lapse in 1903 and discarded 
it as a valueless scrap of paper. The 
payment of these premiums, however, 
had enabled the Company to purchase 
seventeen years of extended insurance 
for the policyholder and to guarantee 
to him at the end of that period, $83 
us a pure endowment. 

“Nothing was heard from the insured 
after that time and last month, at the 
end of the seventeen-year period, a 
check for $83 was forwarded to our 
manager in Atlanta. An investigation 
which he conducted resulted in the fol- 
lowing letter: 

“James B. Moore died in 1914 and 
after a careful search, no Phoenix Mu- 
tual policy can be found in his effects. 
It has probably been left with some 
friend or entirely overlooked. Mrs. 
Moore is in needy circumstances and if 
there is this small amount of $83 due 
her as beneficiary, it will be greatly 
appreciated.’ ” 

“Upon the return of the original 
check the Phoenix Mutual has the 
pleasure of writing another, this one 
for the amount of $1,000 and made pay- 
able to the widow of the insured—an- 
other splendid example of the service 
which Phoenix Mutual policies render.” 


Phoenix Mutual Notes 


A life insurance salesman’s aim 
should be to successfully serve an in- 
creasing number of people, in the mat- 
ter of life insurance, and only through 
knowing their needs and being able to 
fulfill their requirement with the life 
insurance policy most adapted to their 
particular use, witl he be able to do so. 








The desire of every man should be 
to make an “all around success” by 
serving his fellow men, making enough 
money to live as he would like to live, 
and having a respected position in the 
community in which he lives. 





Confidence is one of the major re- 
quirements for a man who is going to 
make a success early in his life insur- 
ance career. If he knows that the life 
insurance business is built on a scien- 
tific basis and that his Company and 
Its contracts are at least abreast with 
all modern developments, it ought to 
give to him the confidence to talk to 
men of any station in business. 





POWELL’S FISHING STORY 

Preacher to small boy: “What are you 
fishing for?” 

Boy: “Zimmies.” 

Preacher: “What are zimmies?” 

Boy: “I don’t know because I never 
caught any.” 

Many of us do not know what Income 
insurance is because we have never sold 
iny of it. says Colonel Powell, of the 
Equitable at Louisville and Cincinnati. 
icies. 





“Dreaming never hurts anybody if he 
keeps working right behind the dreams 
to make as much of it come real as he 
can.”—Maxims of F. W. Woolworth. 
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THE EAS TERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager; W. E. Schram, Associate 
Editor. The address of the officers is 
the office of this newspaper. Telephone 
2497 John. 

Subscription Price $3.00 a year. Single 
copies, 25 cents. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 





THE TRIBUTES TO FLITCRAFT 

A. J. Fliteraft, editor and founder of 
the “Life Insurance Courant,” has rea- 
son to be proud of the remarkable col- 
lection of tributes to him from life in- 
surance men, published in his twenty- 
fifth anniversary number of the “Covu- 
rant.” There is no doubt that the com- 
panies and executives meant every word 
which they wrote and that Mr. Flitcraft 
deserves what was said. How many 
men are there who when living could 
gather such an outpouring of regard for 
work done in the interest of life insur- 
ance? 





ZURICH’S INNOVATIONS 

The Zurich General, with United 
States head office in Chicago, has adopt- 
ed an unique position in regard to its 
accident coverage through the issuance 
of but a single policy, with rates chang- 
ing only according to age and occupa- 
tion. Officials of the company contend 
that there is no more reason for issuing 
a variety of accident policies than for 
issuing different automobile policies for 
a Ford and a Cadillac, and that the 
movement is in line with the efforts 
now being made for the adoption of a 
universal compensation policy. 

The company’s disability policy also 
is unique in that it allows a larger pay- 
ment for total disability than for death, 
if desired. The policy is written with 
three separate schedules, one covering 
the principal sum to be paid at death, 
one the payment for total disability and 
one the weekly indemnity. Any sum 
desired can be written on either sched- 
ule, without regard to the others. It is 
the company’s contention that in case 
of tdtal disability there is a greater 
need for funds than in case of death, 
as provision must be made not only for 
the family of the insured, but also for 
the insured himself. 





INFLUENTIAL SPONSORS 
Evidently it is the opinion that there 
is room in the Northwest for a new 
casualty and surety company because 
some of the most prominent insurancé 
men in that region have become identi- 
fled with a company that has just been 


formed in Milwaukee with a million cap- 
ital and $750,000 assets. The Company, 
which will be called the Northwestern 
Casualty & Surety, has an unusually 
large number of prominent names iden- 
tified with the organization, and stock 
is being sold to prominent people in 
several] states. Among the incorpora- 
tors or the stockholder residents are 
several former insurance commissioners 
or deputies, including M. J. Cleary, W. 
A. Fricke, W. Kubasta, John A. Harti- 
gan and T, D. O’Brien, There are also 
several general agents of life insurance, 
and the president of an insurance com- 
pany. Others interested in the organi- 
zation include public men, bankers, 
merchants and college presidents. 

Nine states in the Northwest had a 
casualty and surety premium income 
last year of $60,000,000. If ever a new 
company in the West had back of it a 
nucleus of important and influential in- 
terests it is this new company in Mil- 
waukee. 





AVERAGE EARNINGS OF NEW YORK 
STATE FACTORY WORKERS 

After a slight decrease in April on 
account of the railroad strike, the av- 
erage weekly earnings of factory work- 
ers in New York State again show a 
substantial increase for May. Accord- 
ing to the analysis, the average weekly 
earnings for all industries in May for 
610,000 employes, covered by the month- 
ly payroll reports of 1,648 manufac- 
turers to the Bureau of Statistics of the 
State Industrial Commission, amount to 
$28.45. This shows a gain of 65 cents 
over the weekly average of the previous 
month and is the highest average earn- 
ing reported so far. 

The large increases of the month ap- 
pear in plants manufacturing building 
materials, silverware, steel, carriages 
for automobiles, paper, flour and cere- 
als, meat and dairy products and bak- 
ery products. The largest increase is 
found in the paper industry, where the 
average weekly earning for May is 
$32.57 or more than 13 per cent higher 
than in April. The increase here is due 
to greater manufacturing activity in 
most of the plants, a recovery from the 
railroad strike in some places, and in- 
creases in wage rates in several plants. 
The gain in average earnings in the 
stone, clay and glass industry is a re- 
sult of greater building activity in the 
State and a recovery from the railroad 
strike, though a few firms still com- 
plain of the lack of coal and raw ma- 
terials. A recovery from the low level 
of operations in April, caused by the 
switchmen’s strike, is also responsible 
for higher earnings in May in the steel 
and automobile industries. In the food 
group of industries increases in average 
weekly earnings are reported for every 
branch of manufacturing. The increase 
in meat packing and dairy products is 
very noticeable, and substantial gains 
also appear in canning, flour and cereal 
products and bread and other bakery 
products. 

Other increases of the month are 
found in structural and architectural 
iron, sheet-metal work and hardware, 
machinery, cars and railroad repair 
shops, boats and shipbuilding, furniture 
and pianos, leather, rubber and gutta 
percha goods, drugs, paints and dyes, 
animal and mineral oil products, and 
water, light and power. 
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MAYER ANGSTREICH 





Mayer Angstreich, a member of the 
Joseph D. Bookstaver general agency 
of the Travelers in New York City, and 
who wrote more than a million dollars 
of life insurance in 1919, thereby win- 
ning contest in the agency providing a 
trip to San Francisco and return, has 
elected to go to Europe instead. In an 
open letter published in the Jewish 
daily papers, Mr. Angstreich an- 
nounces his contemplated trip in this 
way: “Through your co-operation and 
staunch support, I was successful dur- 
ing 1919 in writing more than $1,000,000 
of life insurance. My name has been 
listed throughout the United States as 
un leader of the Travelers Insurance 
Company. Among the prizes I have 
won, which include medals, etc., there 
was one offered by Joseph D. Book- 
stauver, general agent of the Travelers 
in New York City, consisting of a trip 
to California and return, Feeling that 
I could be of greater service to my 
friends whose support made this pos- 
sible | have decided with the consent 
of Mr. Bookstaver to go to Europe in 
September instead. I will visit Lon- 
don, Paris, Warsaw, Lemberg, and oth- 
er cities, returning to New York in 
December. I will gladly deliver mes- 
sages, make investigations and perform 
such services as I may be called upon 
by my friends while [| am in Europe, 
without any charge. The only condi- 
tion that I make is that in the event of 
my receiving more commissions than 
my limited stay will permit me to per- 
form, that I be held blameless. I in- 
vite correspondence and personal inter- 
view in connection with the above.” 

Mr. Angstreich has been deluged 
with requests by natives of the coun- 
tries he will visit to perform services 
for them in his trip abroad. Mr. Ang- 
streich has been unusually successful 
in life insurance work, becoming inter- 
ested in it originally when he went to 
the office of General Agent Bookstaver 
to secure a loan on a personal] life in- 
surance policy which he carried. From 
what he personally styles ‘hell holes” 
fifteen to twenty-five feet below the level 
of the street, wherein he worked as a 
baker, he has become a power as a life 
insurance man on the East Side. In 
his first year he wrote $187,000; the 
second year $225,000; third year $279,- 
000; fourth year, $366,000; and in 1919 
he passed the $1,000,000 mark. 

* ¢ @ 


Vance L. Bushnell, of the group de- 
partment of the Equitable Life Assur- 
ance Society, is a clever cartoonist, an 
architect and a line draughtsman. A 
student of English universities, when 
the war broke out he enlisted in the 
English Army and shortly thereafter 
was made a non-commissioned officer. 
At the front he rose to be a captain 
in the Coldstream Guards. He was 
wounded eight or nine times and has 
bones from several Englishmen grafted 
into his anatomy. When America en- 
tered the war he was in a London hos- 
pital and after considerable difficulty 
managed to secure a medical release so 
as to join the A. E. F. 


Remijio Mirabal, whose name has fig- 
ured in some worthless check transac- 
tions in Albuquerque newspapers, and 
who is superintendent of insurance in 
that state, is a sheep herder by profes- 
sion, and, according to Cyrus K. Drew, 
the Denver editor, Peter M. A. Lienau 
is the main works of the Department. 
Lineau occasionally makes examina- 
tions of insurance companies, but Drew 
doesn’t think much of them. The dis- 
tinguished sheep-herder of the unpro- 
nounceable name who graceg the office 
of superintendent of insurance in New 
Mexico is not actually of the depart- 
ment, Drew says. “He is about ag far 
detached from it as any other sheep- 
herder living fifty miles off the railroad 
in a remote part of the state. In name 
only is he related to its operations. Pos- 
sibly for three days or two hours, on 
some matter, during the year he may 
condescend to visit Santa Fe and nose 
around the office. Then he is off again 
to his sheep. The department is and 
long has been conducted by another, 
the ubiquitous Peter M. A. Lienau. Pete 
is the whole show. It’s been that way 
for fifteen years or more. Pete is a 
perpetual. Political upheavals pass him 
by. He shines serene through all that 
happens, holding onto his job with a 
tenacity to quicken wonder and admira- 
tion. Just where Pete gets his drag I 
haven’t figured. He signs himself 
‘Deputy.’ Now, as a matter of fact, 
the New Mexico insurance law provides 
for no Deputy Superintendent. Pete 
must be just Deputy to the Superintend- 
ent. Anyhow, he certainly is the hered- 
itary care-taker of the insurance depart- 
ment records. Back in the early start 
of the department Jacabo Chavez held 
the big job and Pete got into the office 
via the son-in-law route and he has been 
in ever since.” 

oe a * 

Former Mayor Smith, of Philadel- 
phia, was subjected to much criticism 
during his incumbency because his ag- 
ency controlled the bulk of the bond- 
ing of concerns transacting business 
with the municipality. The change in 
administration has made no material 
difference in this phase of the local 
surety business. During the first six 
months of 1920 the total of the bonds 
furnished in this connection by the 
Thomas B. Smith Company, Philadel- 
phia, managers for the National Surety 
Company, was $2,694,789.27. The near- 
est approach to this sum made by any 
of the local bonding offices was $913,- 
412.56, written by Harry A. Kearney, 
resident vice-president of the Aetna 
Casualty and Surety Company. 

* a + 


Dr, Orlando F. Scott, whose courage 
and skill in cutting strips of flesh from 
his own thigh without using an anaes- 
thetic, and grafting them upon the foot 
and ankle of his wife, caused nation- 
wide admiration is one of the surgeons 
representing The Maryland in Chicago. 
By his brave act the doctor probably 
saved his wife from disfigurement and 
possible loss of life. The operation is 
considered one of the most remarkable 
in surgical annals. Mrs. Scott’s in- 
juries were the result of an automo- 
bile accident. 

* * @ 


Edna Nicoll, after fifty-seven months 
in the French army, is selling insurance 
for the Travelers in New York City. 
She won five decorations and citations 
in the war. In order to enlist she ran 
away from a girl’s school and told the 
authorities she was eighteen years of 
age, her real age at the time being six- 
teen. 

’-. * *£ 

Leon O. Fisher, second vice-president 
of the Equitable Life Assurance Society, 
is president of the Yonkers Boy Scout 
Council. 

ss. * # 

T. B. Macaulay, president and man- 
aging director of the Sun Life, recently 
celebrated his sixtieth birthday. 
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Fire Insurance Department 








Straighten Out 
Ohio Controversy 


PUBLISHED RATES 





ISSUE AT 





Globe & Rutgers Situation; No Move 
By Johnson & Higgins for Re- 
Instatement of License 





Columbus, Aug. 17.—Developments of 
the last week in the Cleveland insur- 
ance situation that resulted in a 15-day 
suspension of the Ohio license of the 
Globe & Rutgers and the cancellation, 
July 16, of the license of Johnson & 
Higgins, were limited to indications 
that the company involved was taking 
up the binders which precipitated the 
trouble and was issuing policies at pub- 
lished rates as rapidly as_ possible, 
which was the specific requirement on 


which Insurance Superintendent Robert 
T. Crew abrogated the _ suspension. 
Johnson & Higgins have made no move 
to indicate that they want their license 
re-instated, and the department will not 
take the initiative. 

This firm of brokers formerly was 
licensed in Ohio for both its New York 
and Chicago offices; but at the begin- 
ning of this license year it did not re- 
new the license for the New York of- 
fice. Ousting of the Chicago license 
therefore leaves them without means 
to write business in the state. 

Antecedent to restoration of the com- 
pany’s privileges in Ohio, Superintend- 
ent Crew exacted acceptance of an 
agreement that the Globe & Rutgers 
would obey the spirit as well as the 
letter of the law, with specific reference 
to Section 5438, which requires prompt 
issue of policies, countersigned by resi- 
dent agents, and to the antidiscrimina- 
tory law, requiring the writing of all in- 
surance at rates published by the Ohio 
Inspection Bureau. In this instance the 
binders were issued on agreement for a 
75-cent rate, whereas the average of the 
published rates is said to have been 
$1.01. 

He also required the taking up of 
the binders within 30 days from Aug. 
10, and their replacement with specific 
policies. 

These binders were issued December 
15 last, a full six months before former 
Superintendent Tomlinson learned of 
the situation. It was nearly a month 
later before he was able to obtain 
papers in the case from Johnson & Hig- 
gins, and when he did, they contained 
the evidence on which he revoked the 
brokers’ license and ultimately sus- 
pended that of the company. Twice he 
gave the company 15 days in which to 
“furnish assurance that it intended to 








Must File Gross 
Agency Income 


TAX RULING ABOUT BROKERS 








United States Treasury Department 
Interprets Section About Insurance 
in Non-Resident Corporations 





The attention of the National Asso- 
ciation of Insurance Agents has been 
called to an income tax ruling of the 
Bureau of Internal Revenue, Treasury 
Department, which may have a bearing 
on the attempts being made by agents 
to keep tab and to put a check on the 
vast amounts of business written in 
this country and unreported. 

The ruling has to do with Section 
239, Article 625, under the head of re- 
turns of foreign corporations. 

It is to the effect that an insurance 
broker in the United States who solic- 
its and procures insurance in non-resi- 
dent foreign corporations, collects the 
premiums thereon and credits the ac- 
counts of the respective corporations 
with the net proceeds after deductions 
are made, is considered the resident 
agent of such corporations with respect 
to the business obtained through his 
efforts. Furthermore, he is required to 
file returns for each non-resident for- 
eign corporation covering the gross in- 
come of his agency, claiming therein 
anv deductions to which the corpora- 
tions are entitled and to pay the total 
tax due thereon. 


STATE ASSOCIATION TALENT 


Some idea of the value which the in- 
surance companies place upon the 
training of the Underwriters’ Associa- 
tion of New York State can be gauged 
by the fact that about twenty-two men 
who were employed by the _ asso- 
ciation have gone to individual com- 
panies, most of them as special agents, 
in a comparatively short period of time. 
Some of the older specials are resent- 
ing this, saying that it has crippled the 
state association’s machinery. 


obey the laws of Ohio in the future,” 
without result. Finally he suspended 
the license and gave the company 15 
days in which to show cause why it 
should not be revoked. 

This brought the final hearing past 
the close of his term of office, but Vice- 
President Lyman Candee sent his rep- 
resentative, Mr. Hickey, to Columbus, 
and in a succession of conferences par- 
ticipated in by Mr. Crew, Mr. Tomlin- 
son and Mr. Hickey, a_ satisfactory 
agreement was worked out. 








NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 














THE AUTOMOBILE; 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


$2,000,000 
$11,022,207.23 
$6,966,656.56 


$4,055,550.67 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Fleaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 

tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 

Personal Effects Floaters, Parcel Post, Tourists’ Baggage. 
Affiliated with 


ALTNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 



















1841 


[Rsurance ©. 


oF NEWHAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 














LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 


New Jersey Insurance Co. of Newark 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 
BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance 
United British Ins. Co., Léd. of Lon 
New Jersey Ins. Co. of New Jersey 


Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia. Assce. Corp. of Londos 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6870-6871-6872 
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Has More Facilities 
for Rain Insurance 


H. W. IVES BACK FROM EUROPE 





Completes Arrangements With Eagle, 
Star & British Dominions for 
Extensive Covers 





Henry W. Ives, head of the insur- 
ance brokerage firm of Henry W. Ives 
& Co., returhed recently from his sec- 
ond trip to England to complete ar- 
rangements with the Eagle, Star & 
British Dominions for the writing of 
rain insurance in this country. He has 
been soliciting coverage on this form 
of risk for many months but not to 
the same extent as is now possible 
since stock companies received per- 
mission from the State Department to 
write weather insurance. Previous to 
this Spring only individual insurers, 
Lloyds, were able to underwrite rain 
policies in the United States. 

For a year and a half Mr. Ives has 
been collecting data concerning the los# 
experience under rain covers and with 
the aid of the United States Weather 
Bureau reports and maps he has pre- 
pared a schedule of rates for every 
district in the country, the rates for 
each locality fluctuating with the sea- 
sons of the year. Mr. Ives believes 
that the rates which he can quote are 
fair both to assured and insurer, and 
will yield a profit to the underwriting 
companies. Few domestic companies 
have entered the field, being without 
experience tables to guide them, Due 
to the frequency of rainstorms this 
year the loss ratio on weather policies 
has been exceptionally high, payments 
equalling 85 per cent of the premium 
income according to Mr. Ives. 

While managers of recreation parks, 
open air concert halls, fair grounds, 
ball grounds, and so forth, desire to 
secure protection from loss of finances 


UEVUEUCVEVUEVEUCUEeUEUeVeVeveveveveUeueue 


due to bad weather, they are not pre- 
pared oftentimes, Mr. Ives says, to pay 
the rate asked. Premiums may run as 
high 4s 15 to 20 per cent of the amount 
covered and this figure staggers the 
prospect. Part of Mr. Ives campaign 
to popularize rain insurance will be 
the education of the public to an ap- 
preciation of the proper rate. 

Policies are payable generally upon 
the fall of a stipulated amount of rain 
during the period covered, regardless 
whether the event, for which protec- 
tion is sought, takes piace. The as- 
sured frequently would rather have the 
policy serve as a safeguard against a 
cancellation of the ball game, fair, con- 
cert, or what-not, which might be 
necessary following only a slight pre- 
cipitation, but coverage under the lat- 
ter terms is much too expensive for 
many to afford, 

As a special form of coverage under 
“Pluvius Policies”, as Mr. Ives terms 
his rain contracts, he is offering to in- 
sure by a group plan the vacations of 
a'l the employes of any business house 
against loss of traveling expense and 
good times during vacation periods 
anywhere in the United States or 
Canada. Every policy which he writes 
against rain losses Mr. Ives is placing 
with the Eagle, Star & British Do- 
minions. 





H. L. SEELER WITH BEW AGENCY 





Wiil Also Assist in Underwriting De- 
partments of Atlantic City 
and Fidelity 





The Bew Agency Company, Atlantic 
City, composed of Frank B. Off and Ed- 
ward E. Seeler, announces the appoint- 
ment of Harry L. Seeler as manager of 
the Agency. Mr. Seeler was formerly 
vice-president of Tredick & Co., Phila- 
delphia. He will also assist in the un- 
derwriting departments of the Atlantic 
City Fire Insurance Company and the 
Fidelity Insurance Company, of which 
Mr. Off is president. 








A Seasonable Suggestion 
TOURIST BAGGAGE INSURANCE 


We believe in having things in season, but Tourist insurance 
with its broad coverage is something that you shoulJ 
recommend to your clients to carry by the year. 


SPRINGFIELD 


Fire & Marine Insurance Co. 
SPRINGFIELD, MASSACHUSETTS 

















INCORPORATED 1868 


” Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


TOTAL ASSETS - ~ - - - $1,448,852.62 
TOTAL LIABILITIES ~ - - ~ 847,154.95 
NET SURPLUS - ~ - a - 601,697.67 





O. J. PRIOR, President 


1920 


W. M. CROZER, Secretary 














Automobile Fire Re-Insurance 
REAM, WRIGHTSON & CO., Inc. 


S NASSAU STREET NEW YORK 
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reputation, 





Insurance Co., New Jersey 


Ue Head Office, 100 William Street, NEW YORK 
Western Dept., Insurance Exchange, CHICAGO 
Uc. Pacific Dept., 222 Sansome St., SAN FRANCISCO 


—-stands today, and every day, with the 
united service of all its departments, its 
its management, 
to offer the American Agent an unsur- 
passed opportunity for growth. 


its resources, 


MARINE AND AUTOMOBILE 
DEPARTMENTS 


27 William Street 
NEW YORK 
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Centenary of Oldest 
French Company 


os 


GENERAL FIRST TO WRITE HERE 





One of Its Risks Has Been Insured 
Continually for 100 Years; 
Foreign Expansion 





The General Fire of Paris, repre- 
sented in this country by Fred S. 
James & Company, is one hundred and 
one years old and an illustrated book 


to commemorate the event has just 
been received in this country. 

The company really took its name 
from the General Company for Insur- 
ances and Bottomry Bonds of France, 
which had its origin in a decree signed 
by King Louis XIV in 1686. The first 
chapter in the book tells all about this 
seventeenth century company and the 
story will be found very interesting to 
students of the business. The company 
was run by three directors appointed 
for life and on one page of the book 
will be found a tariff rate in existence 
on September 27, 1753. At that time 
the property valuations were not taken 
for granted but had to be attested to 
be expert appraisers. The military 
loomed supreme and some of the found- 
ers were captains of cavalry. 

The General’s authority for permis- 
sion to do business came from King 
Louis XVIII. The start was consider- 
ably bothered by Government surveil- 
lance, a paragraph of one letter from 
the Minister of the Interior dated 
June 19, 1821, being quite a curiosity. 

“The Minister expresses the fear that 
‘insurances multiply fire accidents, 
either by reason of negligence, which 
security brings forth in those insured, 
or in furnishing the owners of bad faith 
an opportunity to burn their buildings 
in order to obtain an indemnity greater 
than their loss, owing to exaggerated 
valuations’, it read. Both these points 
are declared to be ‘fatal to public safe- 


ty’ and to remedy it, the Minister in- 
vites the company to watch its methods 
of procedure very carefully.” 


An Old View of Insurance 


A public man at the time went on 
record against insurance because it 
“paralyzes all activity and engulfs the 
soul.” 

During the early days, premium rates 
were established on a basis of one hun- 
dred francs of insured value, but the 
present rates, of course, are based on 
the one thousand francs. This made 
rates unusually high as compared with 
the rates of today. There were no sta- 
tistics, no basis which would permit 
the classification of the risks by haz- 
ard. The fire department service was 
poor, the principal thing lacking being 
speed. However, soon after it started, 
the General Fire began collecting its 
own experience and this experience, 
covering 100 years, is remarkably val- 
uable at the present time. 

The company during its first year of 
business had cash premiums of 261,766 
francs. The first managing supervisor 
in a report to shareholders criticized 
the carelessness of the public regard- 
ing fires, so this is a story which has 
been told annually for a hundred years 
all over the world. 

In the second year report, the man- 
aging supervisor made this statement: 
“Ags soon as a fire has broken out, and 
the company has properly investigated 
it, we hasten to pay the damage.” 


The First Insured 

The first persons to be insured were 
merchants, bankers, brokers, notaries, 
lawyers, attorneys, several farmers and 
landed proprietors. The first policy 
went to a merchant, the second to a 
banker, the third to a manufacturer 
of shawls. One policy of 100.000 francs 
was taken out by a broker, five hundred 
francs of it covering on travelling 
coach, stage coach, cab and baggage 
car. The famous piano manufacturing 
concern of Pleyel & Son has been in- 
sured in this company uninterruptedly 
for a period of 100 years. 


Quite a space is given in the book to 
the early policyholders, particularly in 
reference to the fact that the company 
has been favored by lyrical and trage- 
dians, especially the actor, Talma. “In 
four months time,” says the book, 
“from February to May, 1820, the com- 
pany did not deliver less than eighty- 
six contracts to the official theatrical 
world.” 


The first charter of the General Fire 
was for thirty years. This was extend- 
ed to fifty years and then to ninety- 
nine years. It was the first company 
to announce to the general public fixed 
premium rates and it was the first 
French company to advertise in the 
newspapers. 

First Data Collectors 


A few days after it was organized, 
it sent the eminent scholar M. Nicolet, 
to journey to England to collect there 
statistical data which would be of a 
nature to facilitate the good operation 
of the company. A month later, it sent 
another mathematician to collect in- 
formation regarding fire and life insur- 
ance. By March 27, 1819 it had ap 
pointed a number of agents throughout 
France. These agencies went to large 
business houses, to banks and notaries, 
and these agencies quickly gave the 
company great prestige. Some of the 
first agency appointments were made 
{n Alsace-Lorraine. Its business was 
stopped in Alsace-Lorraine, of course, 
during the war, but as soon as the 
French troops re-entered, the General 
followed right along with them and ap- 
pointed agents. 

By 1822 the company had a Dillion 
frances of insurance in force. By 1844, 
it had three and a half billions of 
francs. The first of January, 1919, the 
company had twenty-seven billions of 
francs. Despite the War, the company 
made great progress. 

The General has always done foreign 


business. It was the first French com- 
pany to receive authorization from 
America to operate here. It is estab- 
lished in Switzerland, Holland, Egypt, 
Spain, Italy, Canada, Sweden, Brazil, 


Argentine and will enter other coun- 
tries. 


“The task to be accomplished is 
splendid and patriotic,” the company 
says, “as it means filling the places 
previously occupied by German and 
Austrian companies and thus contribut- 
ing to the development of French infiu- 
ence.” 

The company has this slogan: “It is 
a very old company, animated by the 
most modern spirit.” 

On January 1, 1919, guaranteed funds 
of the General Fire amounted to 36,- 
310,000 francs. The present director- 
general of the company, a position he 
has held since 1905, is M. Le Vasseur. 





NOT REGARDED AS THEFT 

Magistrate Mancuso in the Morrt- 
sania Court, New York, has decided 
that individual enterprise displayed in 
the recovery of a stolen automobile 
did not constitute seizure with felon- 
ious intent. In giving his decision he 
dismissed a case brought against Ar- 
thur Davis, a former detective of the 
Bathgate Avenue station, by David Ber- 
lin of 945 East 163d Street. Davis is 
president of an auto recovery bureau 
and a special inspector of the secretary 
of state’s automobile bureau. Berlin 
said a car was seized by Davis from in 
front of his garage at 163d Street and 
Southern Boulevard. Berlin testified 
that he showed a bill of sale to Davis, 
who drove off disregarding it. An ag- 
ent of the Department of Justice who 
was with Davis at the time testified in 
his behalf. According to the evidence 
Davis had been authorized by the for- 
mer owner of the car, Edward A. No- 
vak of Oak Park, Ill., to recover the 
automobile. It was testified that the 
car had been stolen from Novak in Chi- 
cago last year. 





MERCHANT BECOMES SPECIAL 

Alexander Beach, formerly a mer- 
chant in Montana, has been made spe- 
cial agent of the Hartford in its live 
stock mortality department. 


























Ballard, Greene-Smith 
Corporation 























GENERAL AGENTS 





Central National Fire Ins. Co. 
of Des Moines, lowa 





- States of New York, New Jersey, Penna. and Maryland 





GENERAL OFFICES: 
51 Maiden Lane 





METROPOLITAN OFFICE: 


49 Maiden Lane 


NEW YORK CITY 











EARLE C. SMITH, Inc. 


D1 MAIDEN LANE, NEW YORK 











| Inland Marine Insurance 
Underwriters 


WITH SPECIAL EQUIPMENT FOR ARRANGING 


“Port of New York” 








HULL INSPECTIONS, 


DAMAGE SURVEYS AND LOSS ADJUSTMENTS 
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Elevator Accident; 
Car Collision Claim 


FIRE COMPANY DOESN’T PAY 





Stationary Automobile Smashed in 
Fall to Basement; Garage Owner 
Not Insured 


Up in Katonah, N. Y., 
wrestling with a claim under the col- 
lision rider of the fire policy, and are 
It seems that a big 





specials are 


denying liability. 
car was on an elevator in a garage 
when the elevator dropped and the car 
was smashed. The garage owner car- 
ried no insurance, and the car owner 
put in a collision claim under his fire 
policy. 

The specials say there was no liabil- 
ity because the car was not being 
driven or in motion at the time, and, 
therefore, there was no collision. ‘The 
assured retorts by saying that the car 
did not smash itself, but there was a 
collision between the elevator and the 
basement flooring. Furthermore, he 
pointed out that fire companies have 
frequently paid claims where’ wind- 
shields have been smashed by stones 
which street urchins throw, the loss 
being collectible under collision. This 
is acknowledged, as companies fre- 
quently pay these claims because they 
are small and it keeps everybody in 
good humor, but the claim isn’t legal 
nevertheless, and the special agent 
who informed The Eastern Under- 
writer of the Katonah case, said: 

“Companies are making a mistake in 
paying claims under which they are not 
liable merely for the sake of cultivat- 
ing friendship. In the case now under 
discussion you can see the misunder- 
standing that such precedents cause. 
The Katonah case differs from the his- 
torical controversy of elevator-dropping- 
with-car about which Commissioner 
Donaldson of Pennsylvania, circularized 
companies, as in that incident cover- 
age was in both casualty and fire com- 
panies, and this is a fire insurance com- 
pany claim.” 


PROVIDENT L. & C. PURCHASED 

The Kentucky & West Virginia In- 
surance Agency, Huntington, W. Va., 
has purchased the business of the 
Provident Life & Casualty, Charleston. 


HADDEN GRAY’S CHANGE 
Hadden Gray, formerly of the New 
Jersey is now with the Svea and Hud- 
s80n as special agent in New York State, 
neasquerters | in Syracuse. 


NEW FEDERATION 


(Continued from page 

engaged, and a friendly co-operative 
spirit between the members. 

Second—To take measures to place 
our business before the public in a fav- 
orable light through a campaign of ed- 
ucation, etc. 

Third—To take suitable action with 
reference to unwarranted taxation. 

Fourth—To take the necessary steps 
to have proper laws enacted by the var- 
ious legislatures, and attempt to have 
those that are in force repealed that are 
not for the good of the public or the 
business, 


FOR STATE INSURANCE 
American Federation of Labor An- 
nounces National Campaign 
On Ohio Lines 





The American Federation of Labor 
has announced a national campaign for 
state monopolistic compensation insur- 
ance. A resolution unanimously adopt- 
ed by the Federation in convention in 
Montreal reads: 

“The American Federation of Labor 
has repeatedly appealed for the eclimi- 
nation of private profit in the operation 
ot the workmen’s compensation laws. 
In the State of Ohio the law has 
worked to the advantage of the wage 
workers, and with the elimination of 
private companies much greater bene- 
fits are available to the injured work- 
ers. We have appealed in the past to 
the various State federations to have 
them work for the adoption of legisla 
tion which will give to the State alon» 
the control and operation of the work- 
men’s compensation law. The present 
law in operation in Ohio is one that 
other States can safely follow.” 


ADMITTED TO NEW YORK 

Permission has been granted to the 
National Reserve, of East Dubuque, IIL, 
by the New York State Insurance De- 
partment to carry on a fire business in 
this state. The 1919 statement of the 
company showed assets of $766,430 and 
surplus over all liabilities amounting to 
$291,579. 





The Western Alliance, of Chicago, has 
been licensed by the State Insurance 
Department to transact a fire insurance 
business in New York. The company 
has assets of $822,466, and a surplus of 
$150,681. 








BROKERS- 


Representative 


A combination of real S-E-R-V-I-C-E, 
Boston - Royal - Orient - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M.- 
Prov. Wash. - Northern - Agric.-G. Falls- 
Niag.-Great Am.-Home. 


CLINTON J. AYRES 


70 Main Street 
SARANAC LAKE, N. Y. 
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National Liberty 


INSURANCE COMPANY 
OF AMERICA , 








{ncoi\porated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1920 


Cash Capital ....... $ 1,000,000.00 
ee: 10,748,246.37 
Liabilities, including 
re 7,638,598.39 
Net Surplus ........ 3,109,647.98 
Surplus to oe 
ae 4,109,647.98 


HEAD OFFICE 
109-717 SIXTH AVENUE, Cor. 41st Street, 
NEW YORK 




















NEW YORK STATE DEPARTMENT. 


SUPERIOR FIRE INSURANCE CO. oF PITTSBURCH, PA, 
ALLEMANNIA FIRE INSURANCE CO. oF PITTSBURGH, PA. 
CAPITAL FIRE INSURANCE Lele Fie) 2 CONCURD, N.H, 


CEORGIA HOME INSURANCE CO. oF COLUMBUS, GA, 
UNITEO AMERICAN INSURANCE CoO, OF PITTSBURGH, PA. 


PERCY B. DUTTON; UN; Manager, 


et tome! 4 





“The Leading FIRE 


WM 


INSURANCE Co. of America” 


B. CLARK, President 


101 Years of Service 
Losses Paid over $183,000,000 
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(PENNSYLVANIA STANDARD) 
JANUARY 1, 1920 


Premium Reserye_ - ate 
Surplus to Policy snes ass 


Agents writing Free PPovrhiniles Rent, 
Business. Interruption, Leasehold, 
Profit, Sprinkler Leakage, Explosion 
and Riot Insurance, also Automobiles 
against Fire, Theft, Collision and Prop- 
erty Damage, find the NATIONAL 
UNION a valuable acquisition: Faith- 
ful service and surprisingly good facil- 
ities are accorded as a matter of course. 
For enterprising agents it is a good 
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NATIONAL UNION 


Fime insuemanmce Co 





Nuwaus 


$1,000,000 
3,622,274 
1,954,749 
6,176,156 
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New York 


F IRE 


RE-INSURANCE 
NORWEGIAN ATLAS INS. CO., Ltd. 


--WEMPLE & COMPANY, Inc.| 


15 William Street 


New York 
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“A Name Known Round the World’’ 


To deserve such a title, “The Liverpool & London & 
= Globe” has been building steadily for many years. 
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Proper Principles and a broad-minded conduct of 
the Fire Insurance Business have always been the out- 
standing features. 

Our agents daily testify their appreciation of a 
Service and Reputation that gives them a foundation 
for their valuable work. 
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Organized 1853 








THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 
Underwriting Capacity Second to None 


FIRE AND MARINE AND ALLIED BRANCHES OF 
INSURANCE 





Cash Capital $6,000,000 











Early Hail Returns 
Show a Profit 


BANK AGENCIES FALL OFF 





Underwriters in Doubt as to Whether 
Premiums Will Be As Large 
As in 1919 





The question of whether the hail busi- 
ness will prove to be profitable this year 
now depends wholly on the returns 
from the states of the northwest, and 
especially from Colorado, Montana, the 
Dakotas and Minnesota, which have 
been unusually late in reporting. On 
the basis of the returns received so far; 
the loss ratio is less than 50 per cent 
and the showing is very satisfactory to 
the companies, but the losses in the 
state which are still to be heard from 
have always been heavier than in those 
to the south and east of them. 

The sudden atmospheric changes in 
the northwestern states, and especially 
those of high altitude, such as Colorado 
and Montana, have a tendency to pro- 
duce many more hail storms, and, 
hence, the heavier losses in those 
states. The rates are of course corre- 
spondingly higher, so that in spite of 
rather heavy loss reports there is still 
a good chance that the business in that 
section may still show a very fair 
profit. 

The prevalence of black rust in Min- 
nesota and the Dakotas has rather 
complicated the situation there for hail 
underwriters. The rust causes wheat 
stalks to wither and fall to the ground 
and in case of a hail storm striking a 
field which is affected by it, the farmer 
is likely to put in a claim for the en- 
tire amount of grain which is down 
after the storm, although the damage 
might have been comparatively light if 
the grain were in normal condition. 

There is considerable difference of 
opinion as to whether the total volume 
of hail business this year will be as 
great as last year, which set a new 
record in that respect. Some hail men 
claim that the entry of several new 
companies will increase the _ total, 
while others say that on account of 
financial conditions the bank agencies, 
which ordinarily furnish the bulk of the 
business, have not been writing nearly 
as much as usual this year. These 
bankers usually have to take notes for 
the h&il premiums. This year they 
have not been in position to handle 
these notes, and therefore have not 
written the business. 





RE-INSURES UNITED BRITISH - 

The Hartford Fire has re-insured the 
inland marine and fire risks of the 
United British, which is withdrawing 
from the country. Harold W. Letton 
was formerly fire manager for the com- 
pany and Cecil P. Stewart marine man- 
ager. 





SUIT INVOLVED 3 POLICIES 

Charles A. Suffrins filed suit in Su- 
perior Court against John Carr of Co- 
lumbus, Ind., Conder and Culbertson, 
contractors, and the Ideal Realty and 
Investment Company for $5,000 dam- 
ages. The complaint states that Suf- 
frins was injured when he ran under 
a chute while riding a bicycle. The chute 
was constructed so as to hang down 
over the street at Maryland and Illinois 
streets, where a building was under 
construction, and Suffrins claims that 
no light or other danger signal was 
hung on the chute to make it visible 
after dark. John Carr of Columbus, 
Ind., is named ag owner, the Ideal Real- 
ty and Investment Company as owner 
of a lease and Conder and Culbertson 
as the contractors who built the lease. 
—Indianapolis Star. 


TEXAS AUTO THEFTS 

Statistics of automobile thefts in 
Texas for the twelve months from June 
1, 1919, to June 1, 1920, as compiled by 
the Automobile Underwriters’ Detective 
Bureau, show that of 548 cars reported 
stolen 305 were recovered, There were 
311,945 cars licensed in the state, of 
which 55 per cent were Fords. Of the 
stolen cars 50 per cent were also Fords, 
and only 40 per cent of the 278 taken 
were recovered, Of the other makes 
the percentage of recovery runs from 
57 to 100 per cent. The number of 
thefts reported was highest during 
March, April, and May of this year, 
and the number of cars recovered was 
greatest during these same months. 





WILL SURVEY MUTUALS 


The Pennsylvania Department is go- 
ing to make an investigation of the 200 
mutual fire companies in that state. 
The Department wishes to know their 
methods of doing business, particularly 
in what are known as the unprotected 
zones. 





ROSSIA INSURANCE COMPANY 
OF AMERICA 
HARTFORD, CONNECTICUT 


FIRE REASSURANCE COMPANY 
HARTFORD, CONNECTICUT 


AMERICAN FIRE INSURANCE 


CORPORATION 
OF NEW YORK 
HARTFORD, CONNECTICUT 
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FIRE, THEFT, COLLISION 
AND PROPERTY DAMAGE 


THE NEW YORK UNDERWRITERS 
AGENCY 


Announces the establishment of an 


AUTOMOBILE 
DEPARTMENT 


Issuing a full coverage policy, except 
. Ted. ‘ . . 

personal liability. Service and facil- 
ities {0 Agents will parallel the same 
unexcelled wae agh of efficiency which 
has characterized very undertakin 

& 
of this organization yy ss ifs enfire 


career of more than a half century. 


A. and J, H. STODDART 
100 WILLIAM STREET, NEW YORK 
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UNDERWRITING 
AGENCY 


FIRE---STRIKE---CIVIL COMMOTION---RIOT---SPRINKLER LEAKAGE---AUTOMOBILE 
Risks accepted throughout UNITED STATES—CANADA—PORTO RICO—CUBA 


American Equitable Assurance Co., of New York 
Knickerbocker Insurance Co., of New York 


General Agents for Metropolitan District 
Millers National Insurance Co., Chicago, III. 
Importers & Exporters Insurance Co., of New York 


General Agents for Above Territory 
Manufacturers Insurance Co., of America 
Great Lakes Insurance Co., Chicago 





Brooklyn and Long Island City Agents 
London & Scottish Assurance Co., London, Eng. 
Underwriters at American Lloyds 


Colonial Assurance Co., of New York 
Merchants Underwriters, of New York 
Millers Mutual Fire Insurance Association of Alton, III. 


Brooklyn Branch 
151-153 Montague St. 


Newark, New Jersey 


New Jersey Branch 


Head Office 
80 Maiden Lane 
New York City 


Chicago Branch 
Insurance Exchange 
Bldg. 


34 Clinton St. 
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“Hine’s” Bulletin 
Makes Initial Bow 


PAPER 





MONTHLY INSURANCE 





Will Specialize on Moral Hazard Fea- 
tures, Technical Articles and 
Insurance Legal Decisions 





C. C. Hine’s Sons Co., from which 
office was formerly printed the “In- 
surance Monitor,”’. the oldest publica- 
tion in the insurance business which 


was sold to Chicago men and is being 
published under the name of the 
“American Insurance Digest,” have be- 
gun the publication of ‘“Hine’s Bulle- 
tin,” a monthly paper containing some 
of the features of the old “Monitor.” 
It will contain “Trade Winds,” legal 
decisions and a few other departments. 

In its initial issue “Hine’s Bulletin,” 
which contains no advertising, says: 

“It is felt that a declaration of our 
aims and reasons for commencing the 
publication of this journal are due to 
our readers, 

“The radical changes in the charac- 
ter of insurance journalism are well 
known to all who have been connected 
with the profession for any consider- 
able period. In the past, all journals 
covered with greater or less success 
the entire field of insurance. With the 
growth of the business as a whole and 
with its ever broadening scope, there 
began to appear the necessity for spe- 
cialization which has come sooner or 
later in every line of human endeavor. 
Concentration of effort has been prov- 
en most productive of the best results. 

“And now the time has come when 
the general realization of this princi- 
ple impe’s a separation and a concen- 
tration of efforts in. insurance jour- 


nalism. It finds a parallel in the case 
of the newspaper which is primarily 


a purveyor of news, with an occasional 
article of technical interest, and of the 
strictly technical magazine which car- 
ries no news. ‘Hine’s Bulletin’ will 
carry no news and will be devoted to 
the technical phases of underwriting 
and adjusting and will specialize in 
moral hazard developments. 

“In no sense will it compete with 
any other insurance journal, any more 
than a technical publication competes 
with a newspaper. It will simply 
specialize in certain subjects of im- 
portance, supplementing the general 
insurance journals and bringing out in 
detail certain points which they, for 
lack of space and of specialized ex- 
perience, touch upon but lightly if at 
all. 

“A complete digest of insurance 
cases will be carried and the more im- 
portant or interesting cases will be re- 
viewed by capable hands. This was 
one of the many prominent features 
of the ‘Insurance Monitor’ and one 
which it will be our aim to carry on 
with all the care and attention which 
has made it so valuable in the past. 

“Technical articles on timely sub- 
jects will be sought and presented to 
our readers in order that they may 
have the benefit of the best contem- 
porary thought. A number of features 
and departments, which are as yet in 
the embryonic state, will be added 
from time to time. 

“*Trade Winds’ need no introduction 


to the old ‘Monitor’ family. They are 
a feature which we believe to be un- 
ique and necessarily unique because 
based upon information and experience 
which do not exist elsewhere. From 
the earliest days of the ‘Monitor,’ 
when the late C. C. Hine, recognizing 
the menace of moral hazard and fore- 
seeing its growing importance in the 
future, organized the Underwriters’ 
Protective Association, this publication 
has ever been in the forefront of the 
battle against this insidious canker- 
worm at the roots of insurance. ‘Hine’s 
Bulletin’ will undertake the waging of 
this warfare from the point where the 
‘Monitor’ regretfully turned to other 
fields. 

“Of late there has been a remark- 
able reawakening of interest in moral 
hazard. Present circumstances have 
brought it into the limelight but it has 
existed right along—it always will ex- 
ist as long as there is a weak human 
nature to seek the ‘easiest way’. We 
can but hope to make that way as dif- 
ficult as possible.” 





NEW RATES FOR PACIFIC 





Revised Automobile Collision Sched- 
ules Will Show Fifteen To Twen- 
ty Per Cent Reductions 





New automobile collision rates are 
about to be announced for the Pacific 
Coast. At the time rates were made for 
other’ sections of the country the Pa- 
cific Coast was included in the new 
schedules but the rates were not put 
into effect. It is now understood that 
those soon to be announced for Cali- 
fornia will not be different from those 
promulgated last spring, which were 
33.1/3 per cent below those of the old 
manual. 

In other Pacific Coast territory the 
new collision rates will in many in- 
stances be fifteen to twenty per cent 
below the rates made last Spring but 
not used. In some sections the rates 
will be less than fifteen per cent lower 
and in some sections more but between 
fifteen and twenty per cent reduction 
will be the rule. 

The Pacific Coast men have succeed- 
ed in persuading the raters that condi- 
tions on the Coast are better than was 
calculated. Wide streets and good 
roads have been a factor in this con- 
clusion. 





ROBERTSON WESTERN MANAGER 





Liverpool & London & Globe Selects 
Strong Man To Succeed 
R. H. Purcell 





W. P. Robertson has been appointed 
Western department manager for the 
Liverpool & London & Globe succeed- 
ing the late R. H. Purcell. 

Mr. Robertson has been assistant 
manager since January 1, when he was 
promoted from the position of deputy 
assistant manager, which he had held 
for over three years. Before being 
called to the Chicago office he had had 
a long and successful field experience 
in Michigan, where he had served suc- 
cessively ag state agent of the Phenix 
of Brooklyn, Nord Deutsche and Liver- 
pool & London & Globe. He is treas- 
urer of the Fire Underwriters’ Associa- 
tion of the Northwest. 








General Agents 
85-87 John St., 
New York 


Cuba. 
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MILL OWNERS 
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LIBERTY —— RITERS 


Special Facilities to Brokers and Agents—Immediate Binders Covering 
Acceptable Risks Located Any Place in the U. S., Canada, Mexico and 
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Auto Commissions 
to Get Attention 


COMMITTEE WILL 


Agency Rules for Entire Country Will 
Be Taken Up By Conference 
Managers 


BE CHOSEN 





the 
has 


Now that 
Conference 


National Automobile 
completed reorganiza 
tion the commissions and agency rules 
problem will be taken up in earnest. 
A committee is to be named to 
work on this. It been 
cided to appoint a 
committee, 

The commissions committee is to 
consist of one fire, one marine and one 
casualty company man, Hendon Chubb 
is the only marine company man on 
the governing committee and Daniel 
N. Gage, of the Aetna Casualty & Sure- 
ty, the only casualty man. The sub- 
committee to be appointed by the gov- 
erning committee, of which R. M. Bis- 
sell, of the Hartford, is permanent 
chairman, has no power to adopt com- 
mission rules but only to investigate 
the subject and recommend rules. A 
letter will be sent to each local con- 
ference requesting it to appoint a sim- 
ilar committee to co-operate with the 
sub-committee. The sub-committee was 
authorized to ho'd meetings at whicn 
any automobile manager may appear. 
Money will be provided to hold meet 
ings in various localities, if desired. 

When the views of various interests 
have been heard, and the committee 
has finished its investigations, new 
rules will be submitted to the govern- 
ing committee. A questionnaire will also 
be drafted calling upon member com- 
panies to give “ull information on any 
outstanding contracts that may be in 
violation of the new rules and stating 
what disposition it purposes making of 
them. Violations the companies do not 
promise to care for within a reason- 
able time will then go to the grievance 
committee. 


has also de- 


standing finance 


Fred W. Koeckert, of the Henry 
Evans companies, has been elected 
permanent vice chairman of the gov- 


erning committee. 


John J. Healy Enters 


Insurance Business 


NEW AGENCY IN JOHN STREET 





Former Restaurant Man 
With M. A. Seudi 
W. F. Murphy 


Associated 
and 





John J. Healy is now actively in the 
insurance business as president of 
Healy, Scudi & Murphy, Inc., a new 
general insurance agency at 50 John 
Street, New York. 

The number of people in New York 
and elsewhere who know Healy is 
legion, for it was he who owned the 
popular restaurant at Broadway and 
145th Street. He is brother to Thomas 


Healy of Broadway and 66th Street 
fame. 
Besides these connections John J. 


Healy is a director of the Butchers & 
Drovers Bank, proprietor of the Sher- 
man Square Hotel and president of the 
Healton Realty Company, New York. 
But now he is giving his time to the 
insurance business, 

M. A. Scudi, treasurer of the cor- 
poration, was for ten years claim de- 
partment head for the old Casualty 
Insurance Company of America and 
since then has been associated with 
Johnson & Collins. 

William F. Murphy used to be gen- 
eral agent for the Chicago Bonding & 
Insurance in Newark. Back in 1909 he 
started in the insurance business with 
Gordon, Roberts & Co. 

The agency is representing the Sun 
for automobile lines in Brooklyn, where 
it has an office at 391 Fulton Street 





PENNSYLVANIA COMMITTEE 
A standing compensation conference 
committee will be organized by the In- 
surance Federation of Pennsylvania to 
confer with the Bureau and with Deputy 
Commissioner Downey. A. H. Reeve, 
of the Travelers, Philadelphia, is chair- 
man. John W. Donahue, Maryland Cae- 
ualty and W. W. Finn, Pennsylvania 
Manufacturers, will represent Philadel- 
phia Jere H. Barr, Reading, and 
William L. Nicholson, Altoona, are also 
on the committee. The Pittsburgh 

committee has not been announced, 








15 John St., N. Y. 
Courtland 1429 





Think of the laborious task of mentally figuring the unearned premiums on 100,000 items of a re- 
insurance schedule, compared to the Barrett System of machine figuring. We often wonder why 
some companies think they are saving money by doing this work themselves. We complete the job; 
checking registers, figuring net retention, and unearned premiums, preparing schedule and recapit- 
ulation for final settlement. 
Our policy writing department checks rates, on applications, figures, and types policies, forms at a 
nominal cost. 
We install figuring systems and supply trained operators. 
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Brewster Memorial 
From Head Office 


LETTER OF MANAGER J. A. COOK 


Board Says That Late United States 
Manager Will Always Be Remem- 
bered With Gratitude 


Supplementing cabled messages of 


sympathy received from the Home Of- 
fice directors and officials at the time of 
Manager James H. Brewster's death, a 
letter from General Manager James Al- 
lan Cook has been received at the Hart- 
ford office of the Scottish Union and Na- 
tional Imsurance Company, enclosing a 
copy of an excerpt, certified by Sir 
Thomas Mason, D.L., chairman, from 
the minutes of a meeting of the board 
of directors, held at Edinburgh on Aug- 
ust 4, 1920. 

General Manager Cook announces the 
desire of the Home Office officials to be 
associated with the directors in all the 
sentiments expressed in the resolutions 
which are quoted herewith: 

“It having been reported that a cable- 
gram had been received from Hartford 
announcing the death of Mr. Brewster, 
it was decided to place upon the records 
of the Company the following minute: 

“Resolved that the Board express 
its profound regret on the passing of 
Mr. James Henry Brewster, the Com- 
pany’s manager in the United States of 
America and Camada. Mr. Brewster's 
service with the Company began with 
the establishment of the branch in Hart- 
ford in 1880. Up till the year 1900 he 
was assistant manager, and since that 
year he has been manager of the branch. 
The establishment and development of 
the Company's business in the United 
States and in Canada was largely due 
to his energy and enterprise, and his 


work shall always be remembered by 
the directors with gratitude. Mr. 
Brewster's judgment and integrity at 


all times during these many years com- 
manded the appreciation and confidence 
of the Board, and in his death they feel 
the Company has sustained a very ser- 
ious loss. 

“Resolved that the sympathy of the 
Board be extended to the United States 
trustees and officials. 

“Resolved that there be conveyed to 
Mr. Brewster’s widow and son the re- 
spectful and heartfelt sympathy of the 
directors, who instruct that towards this 
end a copy of this minute be forwarded 
to Mrs. Brewster.” 


The Philadelphia Fire Underwriters’ 
Association has issued broker's certifi- 
cates to the following, all of Philadel- 
phia: S. A. Belsito, Edgar G. Cross, 
Joseph H. Eckard, Wm. A. Gelber, B. 
Warren Hood, Geo. W. Miller, C. Wm. 
Spiese, Ernest Berry, Joseph Lepera. 
Elberson & Warthen, Walter W. Han 
cock, Harry S. Higbee, D. E. Simon & 
Co.. Ulsamer & Binder, W. E. Willis, 
L. J. Goldstein, Samuel Burke, R. Daw- 
son Joyce, A. C. Otis, Smith & Mce- 
Gowan. Also the following: Brown & 
Brown, Chester, Pa.; Frederick Kreu- 
ger, Jr. and Wm. P. Hallinger, Cam- 
den, N. J.; Maury & Donnelly-Williams 
Company, Baltimore; Justus M. Adams, 
Indianapolis, Ind. 





REINSURANCE 
: BROKER 


W. B. BEATTIE 


1 King William Street 
LONDON, E.C. 4 


Excess covers (Fire and Contingency 
contracts) placed with best offices 
and Underwriters. 


Correspondence invited. 








European Impressions 
of J. B. Levison 


PEOPLES 


Prodigal Money Spending in Scandi- 
navia and France; Germans 
Sympathetic to Bolsheviki 


FOUND UNTHRIFTY 





During his'visit to Europe J. B. Levi- 


son, president of the Fireman’s Fund, 
visited Berlin where he found al) in 
chaos. He told a reporter fer a Coast 


insurance paper that the government 
there is not in reality functioning and 
much unrest. At 
e'ection the voting was either for the 
extreme in monarchy or the extreme 
in liberalism. He found a decided in- 
clination towards Bolshevism, the rea- 
son for which was the starvation con- 
ditions under which many people are 
living, while in contrast other groups 
vre in luxury. He said that the whole 
of Germany has been stripped of every- 
thing of value from upholstery in the 
railway trains to hinges on the doors 
of houses. He found no animosity 
towards Americans during his travels 
in Germany, little towards the English, 
but much respecting the French. 

In France he found the people in a 
money-spending orgy which it could i'l 
afford, and he noted a feeling of indif- 
ference there towards the future. He 
paid a splendid tribute to the people 
of Great Britain. A prodigality similar 
to that existing in France he found in 
Scandinavian countries. All through 
Europe, in fact, he saw few evidences 
of thrift. 


there is the recent 


PHILADELPHIA AGENTS PEEVED 


Say Department and Fire-Fighting Fa- 
cilities Do Not Warrant 
Current Attacks 
Letters received in New York and 
Hartford from Philadelphia insurance 
agents indicate that the agents of that 
city feel very much aggrieved at the 
hard things being said of the Philadel- 
phia fire department and fire-fighting 
equipment by newspapers. These at- 
tacks appeared in the “New York Tri- 
bune” and other papers and locally in 
the Philadelphia “Public Ledger.”  Al- 
though it has not been denied that some 
bad hose has been purchased, the agents 
say that Philadelphia has been getting a 
very bad deal, as the conditions there 
do not warrant the newspapers’ on- 
slaught. Also, they allege that there is 

a lot of politics behind the attacks. 

At the same time, it is understood 
that one faction of Philadelphia agents 
thinks that the raising of rates in the 
congested district might be warranted. 
Meantime, Philadelphia had another fire 
this week, $100,000 of property being 
destroyed in the burning of a motion 
picture film exchange. 


OHIO AGENTS FOR HARDING 

The Eastern Underwriter took a can- 
vass last week of Ohio insurance ag- 
ents, asking them whether they were 
going to vote for Cox or Harding. The 
returns were all for Harding as this 
paper went to press. 
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United States Branch 
92 William Street, New York 


LONDON, ENGLAND 
EVERARD C. STOKES 


United States Manager 











H.KRAMER 


FOR INSURANCE COMPANIES 
59 Maiden Lane, 


B. M. 


ADJUSTER 


New York City 





CROSTHWAITE 
AND 





THE HANOVER 


FIRE INSURANCE COMPANY 


The real strength of an insurance com- 
pany is in the conservatism of its man- 


agement 
HANOVER 
the security of its policy. 


R. EMORY WARFIELD 
A. Vi 


E. 8. is Secretary 
WILLIAM MORRISON, Asst. Sec’y 


D. 


Hanover Bldg., 34 Pine St. 


HOWIE & CAIN, Inc., Gen. Agents 


95 WILLIAM STREET, 
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and the management of 
is an absolute assurance of 
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SCHAEFER & SHEVLIN 
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JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
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New Jersey Insurance Co. 
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WESTERN DEPT.: Insurance Exchange Bldg., Chicago, Ill., H. H. INGALLS, Mgrs 
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140 Sansome St., San Francisco, SEELEY and CO., Mgrs 
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LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 
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“AMERIC AF ORE” 


Prompt and careful attention to the requirements of our Agents and 
their clients has earned for the AMERICAN EAGLE its reputation as a 
progressive and wide-awake American Company. 


AMERICAN EAGLE service is founded upon ample financial strength 
and is directed by a management of long experience with a sound record 
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in the field of underwriting. Agents are invited to present their under- 
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writing problems to the Company. 
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A few weeks ago I came over to New 
York by boat on the Outside Line, and 
just as we were pulling out of Boston 
Harbor, I came out on deck and ran 
into my friend, F. W. Koeckert, vice- 
president of the Continental Insurance 
Company, but as we both carried colli- 
sion insurance, an amicable adjustment 
was soon made, 

Mr. Koeckert is a Manhandler. 

Now there are Manhandlers and Man- 
handlers. There is the Manhandler 
bucko mate of early seafaring days, 
whose method of getting the best out 
of his men was to first frighten then 
half to death with profanity and then 
put a few of them away with a marlin 
spike, just as an object lesson to the 
rest of the crowd and to prove that his 
authority was not to be questioned. 

But the Manhandler of today in in- 
surance and industrial enterprises is 
not that kind of a person, but rather 
an individual who can hire and fire 
with discrimination and who appre- 
clates that no one is perfect and that 
certain faults in a man can sometimes 
be so corrected and amended that later 
on they may be turned into virtues. 

It is the same distinction that exists 
between a country dentist yanking out 
of a patient’s jaw a great big service- 
able tooth when, with a litthe common 
sense and mechanical skill the nerve 
could be treated and the molar saved 
for long years to come. 

This ‘manhandling ability is, I think, 


GLOBE & RUTGERS IN LONDON 





Underwriting Representatives In- 
ge cat as Beattie, Child & Co; 
Have Scandinavian Companies 
Too 

The W. B. Beattie office in London, 
which is now representing the _— 
& Rutgers, has been incorporated ane 
its name changed to Beattie, Child & 
Co. Beattie, Child & Co. are repre- 
senting the Globe & Rutgers as Lantos 
fire underwriters and managers, the 
agent and attorney in London of the 
Globe & Rutgers for all fire business 
outside the United States being Henry 
I'Estrange Malone, who has joined the 
board of Beattie, Child & Co., Ltd. 

Beattie, Child & Co. also represent 
for fire re-insurance the Skandinavian 
Lloyd Reinsurance Co., Ltd., the Dan- 
ish Union and the Norden, all of Copen- 
hagen; and are fire underwriters of the 
Norwegian Atlas of Christiania. 


S. T. BROWN AFTER TROUT 


When Samuel T. Brown leaves Will 
iam Street for Canada, which he will 
de tomorrow, accompanied by Mrs. 
Brown, it is high time for the spreckled 
beauties of the Canadian streams to 
get under cover if they would avoid 
being hooked. Aside from being an ex- 
pert fisherman and a corking good fire 
insurance agent, Sam Brown is a real 
farmerand dairyman. If you want to hear 
Sam at his best, ask him something 
about his herd of thorough-bred Guern- 
seys arfd the net profits accruing from 
the sale of the product of this herd. 





GETTING READY TO MOVE 

The grade floor of the Dwight & 
Hilles Building of 79 John Street, with 
an L running through to William Street 
will be the new headquarters of T. Y. 
Brown & Co., who will leave the corner 
of William and Liberty streets about 
December 1 after being domiciled there 
for more than 24 years, 


born in a person and not acquired, al- 
though it may be that it can be de- 
veloped from good raw material by per- 
sistent inte!ligence. 

Mr. Koeckert is my idea of a man 
who understands this situation and if 
I were going into the insurance busi- 
ness, I think I would like to work for 
and with just such a man, and, in my 
opinion, it is too bad that there are 
not more of them. 

The next time one of your asgsist- 
ants pulls a bonehead play or acts as 
though he felt himself ordained by 
God to direct the entire affairs of your 
business, it may be that what he needs 
is not a two weeks’ salary check and 
the “bums’ rush,” but instead a hyper- 
dermic of the Koeckert virus, which, as 
1 gather it, consists of explaining 
things to him in a kindly, friendly 
fashion and then giving him at least 
one more chance, 

Cuss words are sometimes salutory, 
but encouragement is usually bigger 
medicine, and when it is coupled with 
firmness and an understanding of the 
case, the patient is very apt to get out 
and about again and prove to himself 
and his employer and the world at 
‘arge that he is a “better man than | 
am Gunga Dhinn.” 
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ANOTHER FOR C. U. 





Australian Mutual Fire, Established 
Forty-Eight Years Ago in 
Sydney, Absorbed 
The Commercial Union has absorbed 
the Australian Mutual Fire Insurance 
Society of Sydney, Australia, which was 
established fortv-eight years ago. The 
capital is £160,000 subscribed; £120,000 
puid up, and its premium income for 
1919 was £73,860. The Company will 
continue its separate existence under 

the same management and board. 
ELEVATORS BY THOUSANDS 
The amount of elevator insurance 
business in New York is well illustrat- 
ed by a record of the number in use. 
There are 22,423 elevators in Manhat- 
tan. The pressure of business has 
made it necessary to keep more lifts 
in operation now in buildings below 
Chambers Street than before the war. 
For the purpose of lifting passengers 
from the street level or the subway 
level to the tiers of offices, apartments 
and hotel rooms there are 11,122 cars; 
5,955 cars carry freight exclusively; 
3,830 lifts come to the sidewalk level 
and there are 949 homes in Manhattan 
equipped with private elevators. 





A. H. GRUPE RESIGNS 
A. H. Grupe has resigned as automo- 
bile manager for the Henry Evans com- 
panies, effective at once. Mr. Grupe 
took that position a year ago, coming 
from Chicago, where he was Western 
automobile manager for the Hartford. 





NEW BANGOR AGENCY 
Blake, Barrows & Brown, Inc., have 
been organized in Bangor, Me., to carry 
on a general insurance business, The 
capital stock is $50,000. Harry M. 
Smith is president. 





REISINGER STATE AGENT 
H. E. Reisinger has been made state 
agent for the Liverpool & London & 
Globe in Maryland, Delaware and Dis- 
trict of Columbia. 


J. H. VREELAND 
{Assistant Manager 








A BROAD UNDERWRITING SERVICE TO AGENTS 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc. 
Works in Harmony with American Agency Principles and Practices 





JAMES H. BREWSTER, Mer. 
Hartford, Conn. 




















LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


E. F. FLINDELL 
INSURANCE 





1 LIBERTY STREET 


Telephone John 2612 


NEW YORK 


LOCAL OFFICES 


JERSEY CITY, N. J. 
Montgomery St. 
Tel. 216 Montgomery 





BROOKLYN, N. Y. 
153 Remsen St. 
Tel. 2504 Main 


NEWARK, N.’ J. 
9-15 Clinton St. 
Tel. 614 Mulberry 





HERBERT BUXTON 
92 WILLIAM ST., N. Y. CITY 
JOHN 3484 


Issues the Most Attractive Automobile Policy in a Non-Conference 
’ Company 








Binders Effected on Risks Anywhere in the U. S. & Canada 
Phone John 4613 


BERNHARD JNSURANCE AGENCY 


43 Cedar St., 
New York City 


Agricultural Ins. Co. of Watertown Nationale of Paris 
Rhode Island Insurance Co. Home Fire & Marine 


Atlas Assurance Co. 





1 Montgomery S 
Jersey City, N. ” 


Fireman’s Fund 











THE LEADING FIRE COMPANY 
OF THE WORLD 











Just say: 


“Insurance 
Man”— 


the open sesame 
to every courtesy 
within our power. 





Room with de- 
tached bath $1.50 
and $2.00 


= Private bath $2.50 


™ ef and $3. 

BREVOORT Hotel 
_ Insurance Headquarters 

MADISON ST.—East of LaSalle 


CHICAGO 
LAURENCE R. ADAMS, Sec’y & Mer. 











CRUM & FORSTER 


GENERAL AGENTS 


95 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 


United States Underwriters’ Policy, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 


NEW YORK CITY 


The North River Ins. Co., N. Y. 


Union Fire Ins. Co., Buffalo, N. Y. 


San Francisco, California 
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Parcel Pest Insurance 





A Business Built on Nickels and Dimes 





No. 2 


This review of parcel post coverage was prepared for agents of the 


published from ‘The Aetna-Izer.” 


Aetna Life and is re 





Under the Aetna system the assured 
merely makes out a simple proof of 
loss form and mails it to the Company, 
with other supporting papers. We 
“do the rest” by getting the necessary 
affidavit from the consignee, who will 
almost invariably give more prompt and 
careful attention to a communication 
from us than one from the shipper. 
Moreover, we have the co-operation of 
our field claim men to expedite the 
handling of Parcel Post claims. 
Shipper Aims To Prevent Parcel Post 

Losses 

The real aim of every shipper is to 
prevent the occurrence of the parcel 
post losses so far as possible, because 
shipments which fail to reach the cus- 
tomer, or which arrive with contents 
damaged or partly missing, operate to 
impair the confidence of his customers 
and to break down the good will upon 
which the growth of his mail business 
depends. 

Losses Reduced By Service 

In some cases we have found that 
a high loss ratio was due to cumber- 
some or inefficient methods used in the 
shipping department, or to faulty sys- 
tems of wrapping and addressing pack- 
ages. In other cases, where the shape 
of the package too clearly suggested 
the nature of the contents, and where 
the goods were susceptible to theft or 
pilferage, we have suggested changing 
the size and appearance of the con- 
tainer. In still other cases we have 
traced the trouble to dishonest mes- 
sengers employed by the concern to 
deliver packages to the post office and 
who delivered only part of them. 

Some time ago we sent out a letter 
to all our policyholders calling atten- 
tion to the large number of lost parcel 
post shipments which could be traced 
to a practice, common in shipping de- 
partments, of using abbreviations for 
the names of states when addressing 
packages, For example, Louisiana, 
Georgia, Pennsylvania and Iowa were 
respectively abbreviated to La., Ga., 
Pa,, and Ia. The natural result was 
that one state was often mistaken for 
the other because of the similarity in 
the appearance of the initial letters 
when hand addressed or when blotted 
or partly obscured by exposure to 
dampness, etc. The abbreviations, 
Penn. and Tenn. were likewise fruitful 
of many mis-sent packages. Our rec- 
ommendation was that our assureds 
issue instructions to their shippers to 
discontinue the use of all such abbrevia- 
tions, explaining the reasons for the 
ruling. The reduction in losses thus 
effected was conclusively proved by the 
many letters we received from our as- 
sured’s expressing their appreciation 
of the suggestion offered and referring 
to notable improvement in loss expert: 
ence by adoption of the safer practice. 

Several pages, in fact, could be de- 
voted to recounting the valuable serv- 
ice our claim men have rendered to our 
Parcel Post policyholders by greatly 
reducing the loss ratio on their pack- 
age mail. 

Premiums Are Worth While 

The reason more Aetna agents do 
not make any real effort to secure Par- 
cel Post business is doubtless because 
of their feeling that the average pre- 
mium is too small to make it worth 
while. Before commenting on the rea- 
sons why such agents are overlooking 
one of their best bets, we will recount 
several typical cases—and these illus- 
trations are not carefully “hand-picked” 
by any means—which tell their own 
story and which explain our introduc- 


tory reference to the Woolworth stores. 


An $800 Account 

Two years ago an enterprising Aetna- 
izer sold a Parcel Post policy to an In- 
diana department store. The initial 
premium was $7.50—not large enough, 
so far as the first transaction was con- 
cerned, to be of any moment. But 
during the year this store bought addi- 
tional certificates amounting to $125. 
The following year the volume of pre- 
miums rose to $175. This year the 
Parcel Post premium income from this 
account will unquestionably reach or 
exceed $800. 

From $5 to $700 

A gentlemen’s furnishing store in an 
eastern city with about 150,000 popula- 
tion bought a $5.00 book of Aetna-Auto 
Parcel Post certificates in 1913. In 
1914 this assured purchased three of 
these books, the following year ten, and 
the succeeding year twenty-two. Last 
year the Parcel] Post premium income 
from this assured reached $230 and at 
the present rate of increase will pass 
the $700 mark this year. 

From $25 to $2,000 

In 1916 an Eastern manufacturer re- 
warded the solicitations of a far-sight- 
ed Aetna-izer by purchasing a book of 
500 coupons, premium $25. Unsolicited 
renewal orders during the year brought 
the total premium up to $250—ten times 
the amount of the initial premium. The 
present Parcel Post premium income 
from’ this same account runs from $100 
to $200 a month, over $2,000 a year. 

$1,200 and 16 New Accounts 

An Aetna agent in a fair-sized city 
where a comparatively small volume 
of Parcel Post business had been writ- 
ten made a systematic solicitation of 
the loca] business firms, and in a short 
time added a premium income of about 
$1,200. Fully as important as _ this 
achievement was the fact that the ag- 
ent’s campaign for this Parcel Post 
business put on the books sixteen new 
accounts which had never been on the 
agent’s books for any other lines of 
Aetna insurance, 

Automatic Renewals 

Once again let it be said that these 
instances are not exceptional. You 
might have written any of these con- 
cerns, Suppose you had. Writing the 
business in the first place might have 
called for a little work and a little 


salesmanship. Your commissions on 
the first premium might have been 
small. But if instead of receiving 


this commission you had been obliged 
to pay out ten times or twenty times 
the amount of that commission (pos- 
sibly in terms of the value’ of your 
own time in working up the business) 
it would still have paid you handsome- 
ly in direct resulting commissions. Re- 
newal after renewal would- have come 
along automatically, without effort on 
your part, as the assured used up one 
supply after another of coupon books 
and ordered more. 
A Repeat Order Business 

Where renewals on your other lines 
would be on a YEARLY basis, on your 
Parcel Post business the renewals 
would occur whenever the assured 
found it necessary to replenish his sup- 
ply of coupon books. These books he 
would buy in larger quantities and at 
more frequent intervals as his volume 
of parcel post shipments increased. 
And the renewal of these coupons 
would be as much a matter of course 
as re-orders of stationery, stamps and 
miscellaneous office supplies. On open 
form policies the premium volume often 
makes it possible to figure agents’ 
commissions on a MONTHLY basis. 














GreatAmerican 
Insurance Company 


New Pork 


INCORPORATED - 1872 


PAID FOR LOSSES 


$112,397,573.17 
STATEMENT JANUARY 1,1920 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


17,191,302. 


37 


NET SURPLUS 


11,010,376.5 1 
33,201,678.88 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3ist, 1919 


Since January Ist the Capital Stock of the 
Company has been increased to $10,000,000. 


The Company now owns 


$10,000,000 U.S. Government Liberty Loan Bonds. 
Home Office, One Liberty Street 
New York City 


Western Department 
WALTER H. SAGE, Gen’! Mér. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Il. 

Boston Office 


ROGERS & HOWES, Managers 
| Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen'l Agent 
210 Sansome Street 
San Francisce, California 
Marine Department 


WM. H. McGEE & CO., Gen’! Aats 
15 William Street, New York City 
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Greater Capacity 


for Local Agents 





Use our unlimited capacity and wide experience for placing additional lines 
of insurance beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British 


Companies maintaining United States deposits. 


Immediate telegraphic 


binders given. 


MARSH & MCLENNAN 


Insurance Exchange 
CHICAGO 


80 Maiden Lane 
NEW YORE 


91 Ford — 
DETRO 


1615 California St. 
DENVER 


302 West Superior St. 
DULUTH 


114 Sansome St. 
SAN FRANCISCO 


263 St. James St. 
MONTREAL 


107 8. Fifth st. 
MINNEAPOLIS 


23 Leadenhall St. 
LONDON 


The Best there is in Insurance Service 
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211th YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 





BRITISH AMERICA 


ASSURANCE CO. 
Incorporated 1833 
Toronto, Canada 


Fire, Automobile, Explosion—Riots, Civil 
Commotions and Strikes 


Statement, January 1, 1920 


Agate svecscucovesecionccessectoes $2,297 350.4% 
AGES sosocennvesnseouceness 1,517,850.59 
Surplus in United States....... $ 779,499.87 
Total Losses Paid in United 
States from 1874 to 1919, 
GneONNR cacncneccnsstoseasnc’ $26,935,071.80 


W. B. MEIKLE, Pres. & Gen. Mgr. 
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Does a steady succession of renewal 
commissions—a dozen times a year 
from one client as compared with year- 
ly renewals on other lines—appeal to 
you as worth while? Can you see the 
possibilities, in terms of such commis- 
sions, from securing a fair-sized list 
of Parcel Post policyholders? 
Undesirable Accounts 

There are many classes of merchan 
dise which are particularly susceptible 
to theft, pilferage or breakage. Where 
parcel post shipments would consist 
largely or wholly of such articles the 
company does not regard the risk as 
desirable. 

Important Requirements 

Agents should be careful to explain 
to policyholders that the policy re- 
quires that all insured property be 
well wrapped, carefully packed and se- 
curely fastened and that no descriptive 
labels or other matter be used which 
would tend to describe the nature of 
the contents, It is also a requirement 
that postage on insured parcels be 
fully prepaid. 

Foreign Shipments 

During the past few years our large 
increase in foreign trade has resulted 
in the shipment of many packages by 
parcel post to foreign countries. Rapid 
and extensive development of this big 
field will unquestionably be one of the 
big features of the reconstruction per- 
iod, with a corresponding increased de- 
mand on the part of shippers for cov- 
erage. In cases where the Company 
has the domestic Parcel Post business 
of a concern, either coupon or open 
form, arrangements can be made to 
give coverage on foreign shipments at 
specific rates which will be furnished 
by the Home Office on application. 
Where To Get Parcel Post Business 

Practically every Aetna-izer will find 
that his lists of policyholders for other 
lines of Aetna insurance will contain 
the names of many concerns who ship 
by parcel post and who have never 
been solicited for Aetna-Auto Parcel 
Post coverage. This is merely apply- 
ing the principle of intensive cultiva- 
tion, the value of which as a business- 
building policy we have constantly 
commented on. Looked at from a 
broader viewpoint, this is merely the 
policy.of giving every Aetna policy- 
holder on any line an opportunity to 
secure Aetna protection on every line 
which we can handle related to his in- 
terests—and the breadth of insurance 
protection afforded by the Affiliated 
Aetna Companies is something which 
is overlooked by a large percentage of 
Aetna agents. 

Having covered the list of customers 
Aetna-ized on other lines, the next log- 
ical step is to solicit systematically 
avery concern in his territory where 
the nature of the business would indi- 
cate the possibility of shipments by 
parcel post. Such a list would be a 
long one—and one which would un- 
questionably yield good results if prop- 
erly followed up. 

Important Considerations 

Aside from the premium returns- 
both immediate and _ ultimate—from 
your Parcel Post business, there are 
other important considerations. If 
you neglect your opportunities to soli- 
cit your present assureds for Parcel 
Post insurance, you will allow some 
competitor to drive an entering wedge 
by securing this line. This done, the 
chances are strongly in favor of this 
competitor being able to switch to his 
company some of the business which 
‘8s now on your books. Moreover, he 





“STRONG AS THE STRONGEST” 


The Northern Assurance Go. 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 
Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Eastern and Southern Departo:ents 


55 JOHN STREET 
NEW YORK CITY 








may in the same way attract to his 
company many of the concerns now on 
your prospect list. 


A Stepping Stone to Other Business 

On the other hand, by familiarizing 
your present clients with the advan- 
tages of Aetna-Auto Parcel Post insur- 
ance, you will keep before them the 
thought that you are alive to their in- 
terests and desirous of fully protecting 
them. Furthermore, in the case of 
prospects you have been soliciting for 
other lines, you may find that our Par- 
cel Post policy gives you a simple, 
effective point of contact and that 
wherever you place such a policy, it 
will serve as a stepping stone to other 
business. 





IMPORTANT JOINT MEETING 


Companies and Agents To Meet Here 
on August 26; Matters Up For 
Consideration 


A joint meeting of the Conference 
committees of the National Board of 
Fire Underwriters and the National As- 
sociation of Insurance Agents to con- 
sider the Louisville Board matter will 
take place on Thursday morning at 10 
o'clock, August 26. The conference 
committee of the National Board con- 
sists of President Charles L, Case, who 
recently returned from Europe; John 
H. Morton, chairman of the executive 
committee; H. A. Smith, chairman of 
the laws committee; Sheldon Catlin, 
chairman of the fire prevention com- 
mittee; George L. Lovejoy, chairman of 
the public relations committee. The 
conference committee of the National 
Association is composed of President 
Fred J. Cox, James L. Case, chairman 
of the execut've committee; Charles S. 
Wilson, chairman of the finance com- 
mittee; Ed. A‘len, chairman of the leg- 
islative committee; Fred B. Ayer, vice- 
chairman of the membershin committee. 

Also on Thursday, the 26th instant, 
there will be held at the headquarters 
of the National Association a joint 
meeting of the executive and confer- 
ence committees of the Association with 
the chairmen of all other standing com- 
mittees. 


INCREASE CAPITAL 

The directors of the Travelers Indem- 
nity Company at a meeting yesterday 
morning voted to increase the capital 
from $1,000,000 to $1,500,000. The new 
stock will be subscribed for by the 
Travelers Insurance Company. The 
company writes a large business in in- 
demnity lines and has shown a rapid 
growth. The total income last year 
was $6,000,000. Out of a total issue of 
10,000 shares of Travelers Indemnity 
Company stock outstanding at present, 
the accident department of the parant 
company holds 9,960 shares. 


$500,000 STORM DAMAGE 
Associated Press despatches say that 
there was a $500,000 storm damage in 
Toledo this week. 





LA TOURETTE RECOVERS 

After a wrestling match with pneu- 
monia, which malady had a strangle 
hold on him, but did not pin his shoul- 
ders to the mat, Eugene La Tourette, 
retired adjuster of the Home of New 
York, is back on the Street, having re- 
turned from his daughter’s home at Ar- 
lington, Va. 


GOES WITH GREAT AMERICAN 

J. R. Martin, agency superintendent 
in the western department of the Con- 
tinental at Chicago, has resigned to go 
with the Great American in a similar 
capacity. He was state agent for the 
Continental in Ohio before taking his 
present position and is well-known 
throughout the central west. 





R. A. LITTLE IN TOWN 
R. A. Little, chairman of the board 
of directors of the Glens Falls’ Insur- 
ance Co., was a visitor on William 
Street this week. 


























Established 1862 


UNITED STATES BRANCH 


HORATIO N. KELSEY, Manager 
110 William St., New York, N. Y. 











SURPLUS TO POLICY 


JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 


Firemen’s Insurance 


January 1, 1920 
Capital Stock ......................$1,250,000.00 


Net Surplus .......... th cache 
HOLDERS. $3,550,392.78 


DANIEL H. DUNHAM, President 


Co., Newark, N. J. 


... .$2,300,392.78 


A. H. HASSINGER, Secretary 
J. K. MELDRUM, Assistant Secretary 








of Wetertoron. 16%. 


e Fire, Marine, 
Automobile, Sprinkler Leak- 
; age, Riot and Explosion In- 


E. A. MORRELL, 205 Walnut Place, Phila., Special Agt. MIDDLE DEPT. 
JAMES J. GARLAND, 514 Eighth Ave., Brooklyn, Special Agent 


E. J. PARMELEE, Syracuse, N. Y., Special Agent. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........ NEW YORK STATE 


Windstorm, 


surance. 


N. Y. SUBURBAN & NO. N. J. 








A. H. TRIMBLE, Prest. 


Capital $400,000.00 





The Superior Fire Insurance Co. 
PITTSBURGH 
Incorporated 1871 
EDWARD HEER, Sec’y and Treas. 


Why not make room in your agency for a conservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for nearly half a century? 


Surplus to Policy Holders $730,417.59 
Assets $2,083,462.49 








FRED. S. JAMES 


1819 


Paris 


CHICAGO 





General Fire Assurance Co. 


Carroll L. DeWitt 


GEO. W. BLOSSOM 


FRED S. JAMES & CO. 


UNITED STATES MANAGERS 


1807 


Eagle. Star & British Dominions Ins. Co. 


London 
AGENCY SUPERINTENDENTS 


123 William Street 
NEW YORK 


Urbaine Fire Insurance Co. 


P. A. Cosgrove 


WM. A. BLODGETT 


1838 


Paris 


SAN FRANCISCO 
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MARINE DEPARTMENT 

















Underwriters Back 
Theft Association 


VOTE TO SUBSCRIBE FUNDS 





Work Cannot Start, However, Until 
Trade Bodies Also Lend Approval 
to the Whole Idea 





The organization of a central body, 
called the Trade Protective Association, 
to combat the theft and pilferage haz- 
ard, was approved at a meeting of the 
American Institute of Marine Under- 
writers held last week, and the matter 
of raising the necessary funds among 
the members of the Institute to carry 
on the work met with no opposition. 


Following the meeting H. H. Reed, 
chairman of the Theft Committee, noti- 
fied the six outside associations that are 
co-operating with the underwriters of 
the vote of the marine companies and 
requested them to voice their decisions 
a8 soon as possible. Not until these or- 
ganizations endorse the Trade Protec- 
tive Association can the latter be placed 
in operation. : 

Only a most general outline of the 
work to be undertaken against ship 
and dock thieves was submitted at the 
meeting last week and a start upon the 
immense amount of detail work will not 
be undertaken unless the association re- 
ceives full and effective backing. The 
plan is far-reaching and touches the 
manufacturer, the shipper, the insur- 
ance companies, steamship lines, 
lighterage companies, labor unions, and 
the civil authorities, not only in this 
country but also in Europe and South 
America. 

The steps to be undertaken by the 
Trade Protective Association, as con- 
tained in the report submitted to the 
members of the Institute and approved 
by all the companies except one, are 
given as follows: 


Organization 


A corporation should be formed with 
the customary officers and board of di- 
rectors all serving without pay except 
the executive secretary. The name 
Trade Protective Association, Inc., is 
suggested. The board of directors shall 
consist of one representative from each 
commercial body holding stock in the 
corporation. 

The board of directors shall appoint 
an executive secretary who shall be a 
first class man with a thorough knowl- 
edge of transportation and shipping. He 
shall have entire charge of the execu- 
tive work of the organization. He shall 
be furnished with such assistance as 
may be approved by the board of di- 
rectors. 
sidered shall be handled by small com- 
mittees consisting of directors or such 
members of the various commercial 
bodies as may be called on from time to 
time by the president. 

The articles of incorporation should 
be so drawn that the corporation may 
prosecute as desired on behalf of var- 
ious members of the associations rep- 
resented. Other organizations with a 
common interest shall be. invited to 
join. 

Financing 


The sum of $45,000, as atentative six 
month’s expense shall be raised imme- 
diately. The American Institute of 
Marine Underwriters shall raise $15,- 
000. The other bodies shall raise $5,000 
each. Each new organization as it is 
admitted to membership will pay $5,- 
000. The expense to which the corpora- 
tion expects to be called upon to meet, 


The various subjects to be con- * 


includes the following: (1) For perma- 
nent staff; (2) for legal expenses; (3) 
for publicity; (4) detectives. 


The Manufacturer 

1. Improve packing. 

2. Employ responsible shipping clerks. 

3. Use only responsible bonded truck- 
men. 

4. Use serial numbers on all 
chinery. 

5. Identifying numbers to be placed 
on boxes and packages. 

6. There should be nothing on the 
package to indicate the contents. 

7. Both shippers’ and _  consignees’ 
marks should be changed frequently in 
order to prevent identification of con- 
tents. 

The Exporter and Importer 


ma- 


1. Use proper packing specifications. 

2. All goods should be warehoused 
promptly. 

3. Discontinue misdescription of ar- 
ticles to be shipped in order to permit 
carriers to take proper precautions. 

4. Employ only responsible truckmen. 

5. Education of foreign consignees 
and shippers. 


The Insurance Companies 


1. Improve foreign 
service. 

2. Agree to charge differential rates 
on lines as per theft classification 
made by this organization. 

3. Inspect packing of each company’s 
assured. 

The organization 
with— 


settling agency 


should co-operate 


Steamship Lines 


To secure a greater responsibility 
both financial and otherwise. 

To secure stricter supervision of car- 
goes on the piers. 

To improve watchman 
piers and lighters. 

To enforce packing rules. 

To accept no packages in bad condi- 
tion for shipment. 

Packages recoopered should be sepa- 
rately and distinctly numbered so that 
the bills of lading can be clean, except 
as to particular packages. 

More checkers should be employed. 

The collecting agency system is un- 
satisfactory and conducive of delay in 
obtaining receipts by shippers. 

Booking in excess of capacity should 
be stopped. 

More care should be exercised in 
stowage of cargo. Suggest classified 
stowage in order to secure special su- 
pervision for valuable cargo. 


Lighterage Companies 


Should be investigated and responsi- 
bility and proper supervision of cargo 
insisted on. 


system on 


Unions 
The co-operation of stevedores’ unions 
should be enlisted to check the evil 
among themselves. They should co- 
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operate with the steamship companies 
in punishing offenders. 
Civil Authorities 

Pressure should ‘be brought on the 
District Attorney and other local au- 
thorities to enforce prompt justice. In 
other cities in the United States and 
in foreign ports we should communi- 
cate with various mercantile bodies, un- 
derwriters’ associations, asking them to 
enlist the local authorities in an effort 
to check theft and pilferage. 

Enlist aid of Department of Justice. 

This program has been drawn up by 
representatives of the following asso- 
ciations: American Exporters & Im- 
porters’ Association, American Manu- 
facturers’ Export Association, Chamber 
of Commerce of New York, Merchants’ 
Association of New York, National Asso- 
ciation of Manufacturers, Tanners’ 
Council of the U. S, A. 





FACILITIES NOT TAXED 

Fears, as expressed in England, that 
the American Insurance Syndicates, 
with their underwriting limits of $2,- 
000,000 and $2,500,000 respectively, will 
be unable to afford cover to the higher- 
valued vessels owned by the Govern- 
ment, need not cause any worry in the 
local market. Few steamers, indeed, 
other than the handful of ex-German 
liners, which will come before the syn- 
dicate underwriters, are valued over the 
fixed limits, so that the American mar- 
kets will not he called upon to digest 
large hull surpluses. All the vessels so 
far insured with the syndicates have not 
exceeded the limits and have ‘been taken 
easily by the member companies. The 
reduction in the number of hull risks 
being accepted by the English markets 
should in no way embarrass the func- 
tioning of the syndicates nor overtax 
the facilities of the domestic companies. 
Unprofitable rates rather than unlimit- 
ed lines was the cause of London and 
Liverpool getting such firm holds on 
the hull business. 

300 VESSELS AT NEWPORT 

More than 300 vessels are lying idle 
at Norfolk and Newport News, Va., be- 
cause of the searcity of coa!' available 
at that port and because of the long 
delays in bringing merchandise due for 
export from the interior to the coast. 
Lack of transportation is said to be as 
fully responsible as the shortage of 
fuel, Of all the steamers tied up at 
Hiampton Roads about one-fourth is 
loaded while the others are awaiting 
the arrival of freight at the piers. The 
loss to shipping men resulting from this 
congestion is reported as at least $1.- 
000,000 a day, and perhaps even higher. 
Around the first of this month there 
were 334 vessels, aggregating a cargo 
capacity of nearly 2,000,000 lying in the 
roads, and as the number which c’eared 
during July was only 414, many of 
these steamers and schooners will be 
detained until after September 1. 


Cc. H. WILLIAMSON IN TOWN 

C. H. Williamson, marine agent in 
San Francisco for several companies, 
including the Washington Marine, and 
formerly the Atlantic Mutual and Unit- 
ed British, is in New York on a business 
trip. 
WORLD UNDERWRITERS MOVES 

The Wor'd Underwriters Agency has 
removed from 59 Maiden Lane to 90 
William ‘Street, sixth floor. The ag- 
ency’s lease in Maiden Lane does not 
run out until May. 


The American Commission in Ha- 
vana hgs made public its plan to ex- 
pedite the movement of goods con- 
signed to Cuban importers, and it is 
hoped that the present acute congestion 
there will be relieved shortly. Mean- 
while freight rates on cargoes going to 
Cuba have been increased, for the ab- 
normal period, to $40 a ton. 


Joseph A. O’Brien, of Mather & Co, 
Mhiladelphia and New York, is visiting 
the Pacific Coast. 


The Marine Office of America has op- 
ened a branch in San Francisco. 


NORMAN 8S. ADAMS RESIGNS 
Former Underwriter for American Mer- 
chant Marine Popular with Everyone 
on the “Street” 


Norman S. Adams, head underwriter 
for the American Merchant Marine, ten- 
dered his resignation to Cecil P. Stew- 
art, president of the company, last Sat- 
urday, and is now on a vacation for 
awhile. Althiough he has several places 
under consideration, Mr. Adams has not 
yet made definite connections for the 
future. Called one of the most amiable 
and congenial underwriters in the ma- 
rine insurance district, Mr. Adams has 
developed a large coterie of friends 
among his fellow underwriters and the 
brokers. Xven when refusing the of- 
ferings of the latter his manner is such 
that the broker leaves with a smile. 
The “Street” sincerely hopes to see Mr. 
Adams back again in the district soon. 

Nearly twenty-six years ago he 
began his insurance career with the 
local office of the British & Foreign, 
and three years later went with Apple- 
ton & Cox. He remained with that 
office for twenty years or until he De- 
came connected with the American Mer- 
chant Marine when that company was 
organized in December, 1917. Upon the 
resignation of Wade Robinson as head 
underwriter in January, 1920 Mr. Adams 
took charge of that denartment. As the 
American Merchant Marine has ceased 
writing all marine business and has 
cancelled its open policies no successor 
to Mr. Adams will be appointed for an 
indefinite period. 





A. M. M. INVESTIGATION 

In connection with the investigation 
of the American Merchant Marine 
which the Insurance Department is 
making, the Department has issued the 
fol'owing statement: 

“Recent developments have’ been 
such that the company has conelnded 
to discontinue the writing of new busi- 
ness, re-insure its outstanding fire 
risks, arrange for a speedy collection 
of recoveries from re-insurers and set- 
tle the matured obligations, to the end 
that its business and affairs mav be 
adjusted in a manner best protective of 
policyholders’ interests, The company 
has substantial assets of a liquid char- 
acter in addition to large credits from 
other companies liable under contracts 
of re-insurance, The department is 
not prepared at present to make public 
a financial statement of condition, but 
through its examining force is exercis 
ing close supervision of al’ transactions 
of the company and at a later date w'll 
give further publicity of important facts 
in connection with the company’s af- 
fairs.” 

The A. M. Best office issued a five- 
page statement about American Mer- 
chant Marine affairs this week, in 
which was included correspondence re 
garding Scandinavian companies. and 
some toe Laer office treaty contracts. 

AMERICAN SHIPPING BOOMS 

During the last six months more than 
60 per cent of the total cargo entering 
and leaving the United States has been 
carried in American bottoms, according 
to a statement issued by the Shipping 
Board, Of 15.558 vessels, aggregating 
86,931,700 deadweight tons, and carry 
ing 37,398,184 tons of cargo, American 
ships numbered 9.559, with 51534,620 
tons and with 22,724,217 tons of freight. 
With this increase of business done by 
the American merchant marine comes 
an added volume of hull insurance into 
the marine markets. 
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Porto Rican Troubles 
Described By Agent 


EXCEED 
Demand for Coverage on Highly Valued 
Sugar Taxes Capacity of Com- 

panies Admitted There 


LINES FACILITIES 








Difficulties in marine insurance under- 
writing in Porto Rico are described by 
D. R. Carrion, of the office of Charles 
R. Hartzell, San Juan, agents for the 
companies of Wm. H. McGee & Co., in 
an article published in .the midsummer 
issue of “The Barometer,” the house 
organ of W. H. McGee & Co. A a resi- 
dent of Porto Rico Mr. Carrion is fully 
acquainted with the situation there and 
his remarks are of interest to the local 
field. His article is given in part as 
follows: 

“The situation in Porto Rico 4s re- 
gards marine insurance facilities is a 
very abnormal one. The price of raw 
sugar has been increasing by leaps and 
pounds, and every upward jump of the 
market means new complications to the 
local agents of marine insurance com- 
panies, whose lines are strained to the 
utmost. 

“Normally, the price of sugar in the 
past has been from five to seven cents 
per pound. In the course of the pres- 
ent crop and more particularly within 
the last month or two, the price has 
been steadily shooting upward until it 
has reached the undreamed of figure of 
28c.—and the tendency is that it will 
advance still farther. 

“However, this is digressing from the 
point at issue—namely, the trials and 
tribulations of the marine companies in 
trying to provide coverage for sugar 
shipments, in the face of the ever in- 
creasing values of the saccharine prod- 
uct. 

“Many local agents—mainly the rep- 


resentatives of British companies—had 
issued floaters to the sugar interests 


covering shipments during the present 
crop with limits of upward of one mil- 
lion dollars per each steamer. This on 
the basis of the old price (fluctuating 
between five and seven cents). These 
companies now find themselves con- 
fronted with the problem of providing 
coverage for shipments that are worth 
many times the original limits and this 
has placed the local agents in a most 
difficult position to meet the demands 
made upon them by their policyholders 
for protection. 

“In a community such as this where 
there are practically no re-insurance fa- 
cilities, it is easy to see how trying it 
must be for the marine companies to 
keep pace with the soaring prices of 
this precious commodity. 

“The American companies have usual- 
ly very small lines, compared with the 
British companies, but the former have 
the alvantage of prompt communication 
by cable with New York where some re- 
lief might be sought in the way of re- 
insurance; whereas the British com- 
panies, even with their enormously 
larger lines, are sorely pressed for cov- 
erage owing to the long distance sepa- 
rating them from their home offices in 
London, and the unsatisfactory cable 
communications with Europe. 

“We are now in the throes of a long- 
shoremen’s strike which has well nigh 
Stopped all traffic with the mainland, 
and this circumstance has provided a 
breathing spell to the local marine ag- 
ents, enabling them to cable for larger 
limits and otherwise make every pos- 
sible effort to obtain re-insurance facili- 
les, 

“This paralyzation of the shipping 
however, has worked untold hardship 
upon the fire companies which are ob- 
liged to provide coverage for the fabu- 
lous amounts of sugar which have ac- 
Ctmulated in the warehouses and on 
the docks due to the tie-up in the traffic 


with the North—but this is another 
story. 

“It is hoped, however, that some s0- 
lution will soon be found to this trying 
situation, especially as regards the 
settlement of the strike, which would 
make it possible to resume the steamer 
service to New York. ‘This is of vital 
importance as the Island is already suf- 
fering severely from the lack of edibles 
and every necessity of life, since practi- 
cally all of our supplies of every descrip- 
tion are imported from the Continent.” 





PERMISSIBLE DEVIATION 





Question Whether a Ship May Leave 
Course Without Voiding Policy 
Before New York Court 
Like the “warehouse to warehouse” 
clause, the “deviation” clause in a ma- 
rine insurance policy is difficult to inter- 
pret accurately oftentimes, and forms 
the basis of many disputed claims. Be- 
fore the New York Supreme Court now 
is the case of William Baldwin versus 
the Jefferson and North Atlantic insur- 
ance companies, the plaintiff bringing 
action against the insurers because they 
denied liability on a loss which occurred 
after the insured vessel had left the 
original course mentioned in the policy. 
Mr. Baldwin has claimed that his ves- 
sel, the schooner “Silverleaf,’ was 
forced to deviate from its course on ac- 
count of damage suffered during a 
storm. It is reported that all the insur- 
ing companies on the risk except the 
Jefferson and the North Atlantic have 
already settled with the policyholder, 

after admitting liability. 

The “Silverleaf” was covered, early in 
1918, for a voyage from St. John, N. B. 
to Durban, South Africa, and other Af- 
rican ports, and for a return trip to 
Wilmington, Del. On September 11, 
1918, the schooner left for Africa, but 
after being damaged somewhat as the 
result of heavy weather proceeded to 
Barbados to make repairs. However, 
while she was entering the harbor she 
stranded and lost some of the cargo. 
In the action brought against the Jef- 
ferson and North Atlantic for the pay- 
ment of their share of the liability, they 
have admitted that the “Silverleaf” was 
seaworthy, but base their position of 
not making a payment on the grounds 
that the schooner was overloaded and 
that any deviation from the fixed course 
voided the policy automatically. The 
plaintiff is suing for damages amounting 
to $1,666. 





MARINE CASUALTIES 


The Shipping Board vessel - “Snug 
Harbor” sank off Montauk Point on 
Monday after colliding with a barge. 


She was carrying a cargo of coal from 
Baltimore to Portland, Me. The “Nai- 
wa,” a steamer owned by the U. S. 
Shipping Corporation and operated by 
the American Shipping Corporation, 
stranded Sunday near Stranger Key off 
the Florida coast, and while efforts are 
being made to float her it is reported 
that there is little hope of saving her. 
The “Naiwa” is a vessel of 3,000 tons 
and was en route with cargo from 
Jacksonville to Kobe and Yokohama 
when she ran aground. 


MORE FLOATING MINES 


No casualties from collisions with 
floating mines have occurred since late 
last year, but that danger from this haz- 
ard still exists may be gathered from the 
fact that for three months ending April 
30, 1920, forty floating mines were ex- 
ploded by British Admiralty vessels, 
and twenty-six mines were washed 
ashore on the British Isles during the 
same period. 








Marine rates have held steady, with 
a stiffening tendency, for several 
months, and there is little likelihood of 
their being changed unless some extra 
heavy casualties are reported. Theft 
and pilferage schedules show the most 
fluctuations. 
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Marine Insurance 


Local agents are invited to consult us on their marine insurance problems 


OSBORN & CO. 


Average Adjusters and Insurance Brokers 
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- 45 Wall St.. NEW YORK 











WILL NOT ENTER U. S. 

The report published recently that 
the Merchants Marine, of London, was 
planning to enter the United States has 
been denied by the home office of the 
company, The recent state and federal 
legislation pertaining to marine insur- 
ance makes it undesirable for the com- 
pany to enter this country at this time, 


MONTREAL AGENT NAMED 
Robert Hampson & Son, Ltd., of Mon 
treal, has been named as marine agent 
of the Importers & Exporters for Cana 
dian import and export business, The 
Insurance 
and the 


represents the 
North 


agency also 


Company of America 














an official of the Merchants Marine Providence-Washington, and hag con 
states in a letter to a New York broker. nections with the Atlantic Mutual. 
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How Mua 770 Snsuran © Cerves Adusiness 


As a result of many requests we repeat 
Why not clip 
it out and bring it to the attention of 


the advertisement below. 


your office force? 


These Five T) hings 


Instruct your office to do them and watch 
your instrance service improve. 

1. Furnish your broker with all the definite 
information 
cerning kind of merchandise; method of 
packing; amount of insurance desired; 
marks and numbers on 
packages; nature of coverage you desire. 


and exact 


steamer name; 


2. Notify your broker and insurance com- 
pany promptly of any change in condi- 
tions governing the risk, such as a strike, 
delayed sailing, or change of steamer. 

3. Close all risks promptly. 

1. Advise your broker promptly of any loss. 


We are ready to aid you in every way to obtain 
maximum imsurance service. 


The Washington Marine Insurance 
Company of New York 


AUTOMOBILE 


MARINE and 


5. Present all claims promptly to your bro- 
ker or loss adjuster, supplying all docu- 
ments relating to the risk. 
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CASUALTY AND SURETY NEWS | 





Prominent Men in 
Milwaukee Company 


AFTER CASUALTY BUSINESS 
Former Insurance Commissioners 


Among Stockholders or Incorpor- 
ators of Northwestern Casualty 


The Northwestern Casualty & Surety 
Company, which expects to start in 
Mi'waukee on January 1, 1921, will con- 
centrate its business in the Northwest- 
ern states from which $60,000,000 in 
premiums for casualty and surety busi- 
ness were written last year, three- 
fourths of which went to Eastern com- 
panies. It intends also to write a par- 
ticipating policy in workmen’s compen- 
sation. One thousand shares at $175 
have been subscribed, and nearly all of 
a second issue of 1,000 shares at $180 
have been taken. E. H. McMahon, 
formerly general agent Northwestern 
Mutual Life, will be in charge of plac- 
ing the company’s stock among 500 
manufacturers, bankers, legal and med- 
ical fraternities and insurance agen- 
cies. Among the incorporators are 
these: 

Walter Drew, Milwaukee, former deputy at- 
torney general; S. J. McMahan, former assist 
ant U, S. district attorney; Wm. A. Fricke, 
former commissioner of insurance mm. I. 
Cleary, former insurance commissioner; m~, J. 
S. Evans; A. J. Horlick, Racine, member of 
hoard of University regents; Theo. Hamond; 
John W. Kiekhoefer; Alvin P. Kletzsch, W. 
Kubasta, former deputy commissioner of insur- 
ance; Col. G. E. Seaman. head of medical. staff 
g2nd "division; Geo. B. Skogmo, senator, River 
Falls; Clifford L. McMillen, general agent of 
Northwestern Mutual Life; O. L. Wertheimer, 
Watertown; ; . efty, treasurer Central 


Wisconsin Trust Co.; H. J. Torkelson, Madi- 
son, business manager University of Wis.; Ralph 
Jackman, Madison; Geo. Boisard, Madison, 


Insurance Co.; Mar 
commissioner of 
Dean of Col- 
Madison, 


president Guardian Life 
shall Cousins, Eau Claire, 
banks; H. L. Russell, Madison, 
lege of Agriculture; E. B. Ste nsland, 
president Loan and Trust Co.; McMahon, 
- Orlo C. Stephens, Elkhart Lake, wth Elkhart 
Lake Canning Co.; Ben Fost, Eau Claire, pres- 
ident Wisconsin Colonization Company; Geo. 
W. Calwatt; Walter-Colson, Milwaukee, Mil 
waukee Paper and Box Co. and pres. of Mil- 
waukee Associatian of Commerce; Marcus Ber*, 
former banking commissioner, manager of H. 
M. Billsby & Co.; Geo. L. Buck, Racine, presi 
dent Racine Iron. and Wire Works, State sen- 
ator; Matt H. Carpenter, Milwaukee, president 
of Carpenter Backing Co.; John Hays, Madison, 
former State bank examiner, cashier Merchants 
and Savings Bank; H. L. French, Madison, 
general agent Mutual Life. 

Among the stockholders residents of states 
other than Wisconsin are the following: Wm. 
1. Dean, vice-president Nichols, Dean and 
Gregg, director U. S. Chamber of Commerce 
for N. W.; John A. Hartigan, former commis- 
sioner of insurance, manager Equitable Life 
Ins. Co.; A. J. Kronk, pres. A. J. Kronk Co.; 

1 . O'Brien, former commissioner of insur- 
ance and justice of supreme court; W. A. Til- 
den, president of Tilden Produce Co., all of 


St. Paul. Herbert B. Eabe. E. J. Quame. pres. 
N. W. Federal Land Bank, both of Duluth, 
and T. L. Seymour, Detroit. 





RATING PLAN REVISED 





Changes Affect Practices Where Sched- 
ule Rates Are Altered During 
Term 


Further revision of the 1920 experi- 
ence rating plan has been made by the 
New York Compensation Inspection 
Rating Board as fol'ows 

Amend paragraph 26 to read as follows: ‘2% 
In cases where the schedule rates are revised 
within the policy term on the basis of interim 
surveys, it will not be necessary to recompute 
the experience modification nor will ‘t be ne e« 
sary to submit a new application for exper 
ience ngs ta 

Table B—Page 15. 
ing a the class 
vessel schedule and subetiiute in wh ace thereof 
reference to special rules for rating vessel risks, 
which rules provide a svlit of 69 fo» 

“> @ Ff. T” and Si CAN -fiter” gtr 
reserving 12% per cent for catastrophe banned. 


Strike out valeee appear 


flieations ‘weising ¢ 


Revision of rates under Rule 8: In revis 
ing rates under rule 8 of the Manual, the method 
to be observed by the board will be as follows 
(a) Apply new manual rates as of June 30 19%); 
(b) Modify manual rates by percentage of 
schedule rating modification develoned from 
previous inspection and rating; (c) Modify re- 
sult by application of new experience rating 
formulae. 


If One Line is Slow 
Sell Something Else 


DO WHAT LIQUOR DEALERS DID 





One Manager Regards Fidelity Busi- 
ness Better Than Surety in 
Long Run 


With contract bond business slack, 
there is only one thing to do, develop 
the other fidelity and surety lines. In 
this connection one manager remarks: 

“There are plenty of fraternals that 
do not carry corporate surety and 
every business establishment that has 
employes in custody of cash and se- 
curities is a prospect. Many of these 
business concerns have no surety of 
any kind and in a great many instances 
a solicitor will find personal surety. 
There is only one thing to do, keep talk- 
ing corporate surety and discourage 
personal surety and show the employers 
the absolute necessity of each employe 
in a position of trust being under a bond 
with a substantial surety company.” 

Another manager is strong for fidel- 
ity business and says: 

“We believe that the most promising 
field of any of the classifications of 
fidelity and surety business lies in the 
solicitation of fidelity insurance. Such 
business is more closely related to oth 
er forms of insurance than the other 
classifications of fidelity and surety 
bonds. Fidelity insurance renews from 
year to year, and is a !ine more staple 
than contract bonds. 

“The contract bond premiums are 
large and justify the solicitor in de- 
voting much time to each risk. but wo 
are confident that the same time de- 
voted to a number of fidelity risks 
would yield a greater return to the 
agents in the long run. Contract bond 
solicitors have become, as a class, very 
expert in giving service, and we believe 
that if the same thought had been put 
on fidelity insurance, the results would 
have shown the desirability of this line 
from the solicitors’ and agents’ point 
of view.” 

Talking with another manager on the 
same subject brought this rejoinder: 

“What suggestion is there to make 
to an agent whose contract line hos 
fallen off? When the market for hard 
drinks disappeared, the dealers push d 
soft drinks and lunches to make up 
the lost income. The agent wil! sim- 
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ply have to work harder to sell other 
surety lines. 

“Thousands of banks are running 
along with the old bonds on employes, 
in face of the growing number and 
size of embezzlements, which have 
been the inevitable outcome of pre- 
vailing prices and the craze for spend- 
ing. The same thing is true of fra- 
ternal orders, 

“The losses of mercantile and manu- 
facturing concerns are as heavy, »ut 
tens of thousands carry nominal bon 1s 
on cne or two employes or none at. all. 


“Not one man in ten who has to give 


the Government an 


internal revenue 


bond covering his business operations 


files a corporate bond. 


The exaction 


of bonds on non-beverage uses of alco- 
hol has opened a wide market. 

“The best thing an agent can do 13 
learn what other kinds of bonds he 
has to sell and then find someone to 


buy them. 


s a rule, he can do it.” 





John 


S. Turn, 


New York resident 


secretary of the Aetna Companies, has 


returned from 


a sojourn in Colorado. 














The Fidelity and Deposit Company of 
Maryland is in the market for fidelity 
and surety men of the highest calibre. 


The Company has a very strong prefer- 
ence for men whose education and train- 
ing were obtained in its own Organization. 
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Fracture Cases 
Average $1,002 


GENERAL ACCIDENT FIGURES 





Unlike Fatalities and Dismember- 
ments Loss Not Fixed at Time 
of Accident 





Figures on fracture cases have been 
prepared by the General Accident, 
showing that the average cost per com- 
pensation case for permanent disabili- 
ties in 1919 was $1,002. The Com- 
pany’s comment follows: 

These figures show that approximate- 
ly 10 per cent of the number of cases 
caused more than 50 per cent of the 
total loss. This emphasizes that too 
much care cannot be expended on even 
the most simple type of fracture. 

When a man is killed in the _ per- 
formance of his duties there is '‘ittle 
question remaining except that of de- 
pendency. In the nature of things a 
fatality is definite. The factors all ex- 
ist at the moment of death and it is 
only necessary to determine them. 

So, too, with dismemberments. When 
a man, through some hazard of his 
occupation, loses an arm or a leg or a 
finger or an eye, he is entitled to com- 
pensation for a certain number of 
weeks, according to the nature of his 
loss and the state wherein he is lo- 
cated. 

More Uncertainty 

In fracture cases, however, there is 
an element of doubt and uncertainty 
which is not present in either of the 
foregoing. It is impossible to tell at 
the inception of a case what the ulti- 
mate results will be. We may have a 
fracture of the finger—in itself not a 
formidable thing—but un‘ess the bone 
is properly set and correct union ob- 
tained we may be faced by a deform- 
ity and anklylosis for which compen- 
sation must be paid on the same scale 
as an actual loss of member. Then, 
too, some other element such as a dis- 
eased condition or some organic dis- 
order may enter into the case and pro- 
long disability and prevent good re- 
sults. The most important factor is 
immediate and competent medical at- 
tention. It may not be amiss to call 
attention here to one or two instances 
which illustrate the necessity of giv- 
ing these cases the most careful and 
energetic attention. 

In one case still pending a gir] em- 
ployed as a clerk on a mercantile risk 
was supposed to have slipped and 
turned on her ankle. The physician 
called diagnosed the injury as a sprain 
and in ten davs the girl returned to 
work, supposedly fully recovered. The 
foot continued to pain, however, and 
she was obliged to again give up her 
work. We then had her éxamined by 
a surgeon, who found that the ankle 
was fractured. Infection developed 
and for a time it was feared that it 
would be necessary to amputate the 
foot. This danger was averted, but 
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after a disability of approximately two 
years, with the aid of a brace the girl 
now is barely able to walk. Thus is 
the Corporation not only forced to pay 
a large sum of money needlessly, but 
the injured is subjected to much sutf- 
fering and left handicapped, both in an 
occupational and social way, for the 
rest of her life. 
Comn' ications 

There is also danger of complica- 
tions when an injured insists on hav- 
ing the attention of a doctor of his 
own choice. Workmen as a class are 
not in the habit of paying the fees of 
a high-class medical man, hence can- 
not be expected to have such a man 
as a family physician; yet they some 
times cannot be made to understand 
that the physician furnished by the 
employer through the insurance com- 
pany is of the best avai'able type. 
They labor under the mistaken idea 
that it is the purpose of the insurance 
cempany to save money by securing 
the services of inferior and low grade 
physicians. As an _ illustration we 
might quote a case reported during the 
year of 1919. 

A workman sustained fractures of 
both wrists and one leg. At the time 
of the accident he was attengled by a 
local physician, but our representative, 
realizing the danger in injuries of this 
nature, used every effort to have the 
man submit himself to the care of a 
bone surgeon of high repute and wide 
experience, but to no avail. The re- 
sults were atrocious, The man was 
left with a permanent limitation of mo- 
tion in both wrists and a shortening of 
the leg with loss of motion at the knee 
joint. The total cost of the case was 
greater than that of the average fatal 
case. 





NEW FORM ANNOUNCED 
The North American Accident is 
issuing a new series of its Security 
Income Defense Policy. The Company 
says that all the features of its stand- 
ard form Security Policy have been re- 
tained. The most important additions 
are a provision for paying indemnity at 
the full rate for a non-confining sick- 
ness, payable for the entire period sick- 
ness is liable to cause disablement— 
six months. The Company will con- 

tinue to issue its present forms. 
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Mutuals Try New Plan 
to Lessen Competition 


TENNESSEE TROUBLE’ STARTS 








Want Bureau Men to Inspect for 
Rating as Well as for 
Defects 
This week another meeting is to be 
held in Nashville to discuss whether 
compensation bureau inspectors shall 
inspect for rating only or shall also 
locate defects. This question has been 
agitating the Tennessee Compensation 
and Rating Inspection Bureau for some 

time. 


The leading stock companies are 
lined up on one side and the mutuals 
and reciprocals on the other. The at- 
torney-general of Tennessee has given 
an opinion in which he says that the 
insurance commissioner has _ plenary 
power over the Bureau and the com- 
missioner now seems inclined towards 
the contention of the mutuals who de- 
sire the Bureau inspectors to inspect 
for both rating and defects. 

Mutual interests are working to have 
all items charged for and credited 
upon the inspection report described 
and located and that such reports be 
furnished upon request only to the as- 
sured and the carrying company, and 
not otherwise. A resolution to this ef- 
fect was adopted by their governing 
committee, 


The attorney-general decided that 


the Bureau has no by-laws as_ they 
were not legally adopted and that the 
commissioner has plenary power in ap- 
proving the constitution and by-laws 
and if not satisfactory to him, he could 
abolish the Bureau and have inspec- 
tions made by employes of his own 
office. 
Mutuals’ Position 


The mutuals argue that the Bureau 
inspectors have to go over every risk 
for rating purposes and in these in- 
spections they discover the defects 
which affect the rate. If they were 
to locate these, the information would 
be available to the assured and he 
could correct them and get rate cred- 
its. Under the present system the Bu- 
reau inspectors do their work and then 
company inspectors go over the risks 
again to locate defects. Thus the in- 
spection work is done twice at con- 
siderable additional expense. 

The stock companies admit that this 
argument is plausible but they point 
that it is advanced by institutions, 
many of which have not efficient in- 
spection departments, The stock men 
claim that the mutual interests are 
seeking to place themselves in a _ posi- 
tion where they may say to the as- 
sured that they will give the same in- 
spection service as the best stock com- 
panies on the plea that the Bureau in 
spectors make inspections for all car- 
riers. The stock companies contend 
that rate making by the Bureau under 
state supervision has eliminated com- 
petition among the insurance carriers 
on the basis of rates and that the limi- 
tation of acquisition cost has eliminat- 
ed competition in commissions. They 
argue that proper competition is now 
along lines of service and that the un- 
derlying principle of workmen's com- 
pensation rating is the reduction of the 
hazard. This, it is claimed, is effected 
through inspection. If one body is to 
make inspections for all companies, 
rivalry among them to make their serv- 
ice the best possible ceases and the 
public suffers accordingly. 





POPULAR CIRCULAR IMPROVED 

So popular has the Aetna Life’s circu- 
lar—‘The President's Letter”’—become 
among agents and brokers that a new 
and improved edition of it is being is- 
sued. This illustrated circular deals 
with the problem of mutual compett- 
tion, 
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Legacy Feature Valuable 

Willam Balhatchet, of Chicago, was 
drowned while bathing in the lake near 
his summer home. He carried a $10,- 
000 accident policy, which had earned 
52,000 under the accumulative feature, 
and with which was issued a legacy 
supplement. The $12,000 due under 
the policy was paid, and the company 
has just made the fortieth and last 
payment under the legacy supplement. 
This supplement provided a legacy of 
$10 a week payab’e, in quarter-annual 
instalments making a total of $5,200. 
This feature increased the original 
amount to $17,200. 
* + . 


Half Loaded Envelopes 


Every time an insurance office sends 
out a letter it costs two cents. The 
Travelers truly says that more than 


75 per cent of the letters, statements, 
folders and catalogues that 
zo out of the average business office 
are under weight. One could include 
a blotter or a snappy envelope-stuffer 
Advertising of 


booklets, 


at no additional cost. 
this kind will he'p business, 
see 


Would Have Been Covered 
A suit which would be covered by a 
landlords’, owners’, and tenants’ public 
liability policy has been filed in the 
Middlesex Superior Court of East Cam- 
bridge, Mass. The administrator of a 
woman's estate is suing the owner of 
a piece of property on Malden Street, 
Everett, for $20000. A piazza railing 
on this house gave way, allowing the 
woman to fall to her death. 
*e¢ @ : 
Improvement Seen In Glass 
The Continenta! Casualty is advising 
its agents that it is now prepared to 
take on more plate glass business be- 
cause conditions in the plate glass 
inarket are improving. 
* * @ 


Sees No Decline 
The General Accident agrees with a 
writer in the Review of Reviews that 
the automobile business is bound to be 


geod for a long time to come. The 
General says: “It is evident that the 
writer of the article has given close 


and careful study to the subject, and 
his conclusions point decidedly to the 
fact that the automobile business is 
not going to the ‘demnition bow wows’ 
and is not even in line for a slow-up 
or decline, but that with even a tithe 
of the availab'e market utilized, the 
continued growth of the industry is 
assured for a period of time sufficient 
to cover the expected life-span of those 
now living. 
* * 
Selling Non-Cancellable 
The Pacific Mutual Life has published 
a list of non-cancellable accident lead- 
ers. Here's how they stand at the 
end of the first half. Seventy-two men 
have now passed the $1,000 mark; 
thirty-two of these with more than 
$2,000 and seven with more than 
$3,000. First place in the list repre- 
senis over $8,000. 
* 


2 
Women On Equal Terms 
The North American Accident an- 


nounces that its “Security Income De- 
fense Po'icy” may be sold to women 
on the same terms and cost as to men 
and without classification as to occu- 
pation. 
* * * 
Where Co-Insurance Helps 

Speaking of co-insurance on burglary 
policies the Continental Casualty says: 
“It can readily be seen that the pur- 
pose of co-insurance is not to restrict 








coverage, but to compel people to car- 


ry insurance commensurate with the 
exposure. Under present conditions, a 
man. with jewelry valued at fifty thou- 
sand dollars or more is permitted to 
buy a thousand dollars coverage with 
the result that the loss of a single ar- 
ticle such as a stick pin or a ring, may 
mean a total loss to the Company. In 
some territories no policies are sold 
in amounts less than two thousand dol- 
lars without the co-insurance clause, 
and it is quite likely that this rule will 
shortly be extended to apply to the ma- 
jority of the larger cities. With this 
point in mind, agents should familiarize 
themselves with the co-insurance clause 
and its operation--forewarned is fore- 
armed—and a litt’e study will prove 
that the much abused clause is not such 
a bogey as it appears to be at first 
sight. 
oe = @ 
Running Up Costs 
In a plea to agents to answer letters 
promptly one casualty company points 
out that ten letters were written to 
one general agent asking for relation- 
ship of beneficiary. Each dictated let- 
ter costs 40 cents—$3.60 wasted. “What 
should we have done?” asks the com- 
pany. “Taken the $3.60 from the ag- 
ent’s commission or cancelled the pol- 
icy when he did not answer our first 
letter?” 
. +. * 
Cross, Don’t Meet 
The sign “Railroad Crossing” is be- 
coming a misnomer. The grade inter- 
sections, with which the country is 
dotted, can of course be used as cross- 
ings, but the trouble is that so many 
persons, especially those in automo- 
biles, apparently prefer to use them as 
meeting places. They just meet, they 
don’t cross, and the results are disas- 
trous for the fellow in the automobile, 
as is shown by the newspapers the last 
few weeks. The automobile accident 
ratio seems to go up with the tem- 
perature. The frequency of grade 
crossing accidents has been accorded 
this sarcastic explanation: Autos are 
becoming so thick that they constitute 
a continuous procession at railroad in- 
tersections. They are all in a tremen- 
dous hurry to reach somewhere, It is 
preferable for a driver to meet death 
at the crossing rather than face the 
jeers of thé waiting throng behind if 
he holds them up even for the short 
space of a minute. Of course the trains 
have to run, the I. C. ©. has said so. 
If enough automobiles get on the tracks 
possibly they may be able to stop the 
trains and there will be no more acci- 
dents. Everybody who has lived West 
knows how the locusts became so thick 
at times that they stopped the trains. 
The railroad locomotive drivers think 
of the automobiles only as “road lice” 
and so far don't show any disposition 
to let them delay their schedules. The 
fellow who insists on using the cross- 
ing, not as a crossing but as a meeting 
place is apt to get his. 
. 6 6 
Fishermen Invited 
Now that the Fidelity & Deposit has 
reserved some rooms at the Belvedere 
Hotel, Baltimore, for the use of its fie’d 
force, it is putting in a strong bid for 
Carroll County as a good place for an 
outing. This is what it says: “For 
anglers or plain fishermen this Mary- 
land country was made to order. Out 
in Carroll County the Monocacy River 


is the habitat as picturesque as its 
name of the voracious small-mouth 
bass. The nearby Patapsco has perch, 


pickerel and other fresh-water fish well 
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worth the catching; likewise the Little 
Patuxent and the upper waters of the 
Potomac. All about Ba‘’timore tide- 
flowed streams abound: Magothy, Sus- 
quehanna, Bush, Severn, Gunpowder 
and many more -each inviting a line. 
A day on one of them is a day to re- 
member long. Then there are famous 
fishing grounds like Ocean City, which 


is well worth a visit, fish or none; 
Rock Hall, Solomon’s Island = and 
Poole’s Island, down the Bay. Home 


Office devotees of rod and line are pre- 
pared to supply appreciative visitors 
with information, tackle, bait and fish 
stories.” 
* - + 
Did Business In Hospital 
R. H. Ferguson, agency supervisor 
for the Massachusetts Bonding in the 
Western zone, recently spent about ten 
days in the hospital as a result of an 
operation for appendicitis. As proof 
that before leaving the hospital he was 
almost himself again, he took away with 
him applications in favor of several of 
the graduate nurses, including the one 
he employed. 
* + + 
In Charge Of Limited 
S. E. Heyard now has complete 
charge of the North American <Acci- 
dent’s limited department. Mr. Heyard 
has been chief clerk at the home office. 
- - o 
Nothing Left 
A company burglary department is 
pondering this knotty prob'em: A man 
rented a little lakeside bungalow and 
put in some furniture. When he moved 
down for the summer the furniture had 
disappeared, also the bungalow. 


MAY WRITE EXCESS 


Compensation Bureau Repeals Rule 19; 
Stock Companies Expect To 
Get Back Large Lines 


The National Workmen’s Compensa- 
tion Service Bureau has repealed rule 
Number 19 prohibiting excess insur- 
ance rating. Companies wishing to 
write this class may do so as soon as 
the manual committee approves forms 
and rates. Fifteen companies approved 
the change and three did not vote. 

By this new ruling stock company 
men expect to get back, through the 
low excess rates, many large risks the 
mutuals have taken from them. They 
believe the subject can be presented to 
large insurers who incline to self in- 
surance but dread the catastrophe haz- 
ard, so that the stock company propo- 


sition 


wil appear much more advan- 
tageous to them than that of the mu- 
tuals. It is thought that plans can be 
developed by which a large insurer can, 
for a relatively low rate, obtain not 
only excess insurance, but also the in- 
spection and claim service of a stock 
company. It is thought that under 
rormal loss conditions the losses would 
be no greater than those the insurance 
company now pays, while the acquisi- 
tion cost, taxes and some other items 
based upon premiums would be much 
less than where the assured pays the 
larger premiums for complete protec- 
tion. 





ASSETS OF $6,781,093 


Massachusetts Bonding & Indemnity’s 
Premiums First Half This Year 
Are $3,674,229 


The Massachusetts Bonding & In- 
demnity’s financial statement for the 
quarter ending June 30, shows that the 
premium receipts for the six months 
ending June 30 without deductions for 
re-insurance were $3,674,229 against 
$2,965,562 for the corresponding period 
of 1919. The Company’s admitted as- 
sets are $6,781,093. Its surplus to pol- 
icyholders as shown by the books and 
records of the Company are $2,274,769. 


Its reserves follow: Premium reserve, 
$2,589,898; claim reserve, $1,537,883; 
reserve for commissions, $305,789; re- 


serve for taxes, $103,339; reserve for 


other liabilities, $92,539. 
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Just how a bank regards the 
Argument financial credit of one who 


Against indulges in the practice of 
Personal signing bonds for his 
Surety friends, is well brought out 


by the Fidelity & Deposit 
in a letter assumed to have been writ- 
ten by the cashier to a man seeking 
funds. This letter makes good canvas- 
sing material for agents. It is present- 
ed in typewritten form on bank sta- 
tionery, and reads: 

“It is with profound regret that the 
Thirteenth National Bank is obliged to 
refuse your application for a loan of 
$12,000. I feel that our long and plea- 
sant business association entitles you to 
a full explanation of the reason for this 
decision. 

“You will recall, undoubtedly, your 
astonishment and resentment when I 
inquired in discussing your credit, 
whether you had ever signed bonds for 
your friends. [I learned subsequently 
that you are the surety on two bonds— 
one for $10,000, the other for $15,000. 

“I can appreciate that you consider 
your appearance as surety in these 
cases has no bearing on your financial 
standing, but I am certain that when 
you perceive the matter in its true light 
you will take a very different view. 

“Some ten years ago a reputable busi- 
ness man of this town and a customer 
of ours became surety on a guardian 
bond. He forgot the transaction com- 
pletely until a few weeks ago, when he 
was presented with a decree of the 
Probate Court showing an indebtedness 
of the guardian to his ward upon the 
latter becoming of age, and demand was 
made on him for payment of $10,000, 
as the guardian had become insolvent. 
The payment of this money caused the 
Thirteenth National much uneasiness 
about its loans, and it was able to pro- 
tect itself only with great difficulty. 

“The attention of the Directors was 
thus called to a danger heretofore over- 
looked. They concluded that anyone 
who signed a bond as surety created at 
once a contingent liability, which might 
ripen into a matured obligation; and 
that the execution of such bonds had a 
decided effect on the borrower's credit. 

“It is on the basis of the above de- 
cision I am compelled to refuse your 
request for accommodation. 

“Again expresing my regret at our 
inability to serve you, I am 

“Yours very truly, 
“JOHN SMITH, Cashier.” 


* * *” 


In the Standard Service 

Getting Monthly is a story for sales- 
Prospect’s men in which it is shown 
Viewpoint that no particular fault at- 

taches to the ordinary un- 
insured man who does not carry insur- 
ance. It then gives this, telling why: 

“If the average man picked up a dia- 
mond in the rough he would probably 
toss it away again. His untrained eye 
would not tell him that it was more 
than an ordinary rock. Every day peo- 
ple pass by opportunities unnoticed. 
Frequently this seeming neglect is not 
their own fault—without special train- 
ing a rough diamond is not distinguish- 
able from the millions of worthless 
pieces of stone scattered over the earth. 

“It is not the fault of the decent, re- 
spectable, ordinarily healthy uninsured 
man that he does not carry insurance. 
He would carry it if he knew the value 
of its protection. That is our job—to 
preach insurance protection to him in 
such a way that he will see and recog- 
nize its merit and until he can and 
coes see it. If all men knew their need 
of insurance there would be jobs for 
mighty few insurance agents. 

“Perhaps the world at times appears 
to the average person as being made up 
of other persons conspiring to get his 
money away from him. Therefore, his 
natural instinct of self protection is to 
say ‘no’ without waiting for details 
whenever approached with any proposi- 











That puts the argument up to the other 
fellow and gives him time to think. 
He hasn’t sufficient money to ‘buy’ 
every proposition that is offered to him 
-few people have. Consequently, he 
must pick those which seem to him to 
be the most important and valuable. It 
stands to reason that he will recognize 
merit and value more quickly where he 
is most ably assisted to do so. And 
don’t get into the bad habit of thinking 
that every man ‘means’ that first in- 
stinctive, defensive ‘no.’” 
* * * 


An agency of the Pacific 


Letter Mutual Life has used the 
That Brings following letter with 
Results good results in the sale 


of non-cancellable  acci- 
dent insurance, The ‘etter is written 
separately to each prospect, and is not 
sent out in wholesale lots, but is han- 
dled on the basis of three or four or 
half-a-dozen a day, and has none of the 
ear-marks of a circular form. Stamped 
envelope is enclosed for return of the 
coupon, which is simply a type-written 
form calling for the same information 
as the coupon appearing on circular. 
The coupon is clipped to the letter, so 
that it will not be over ooked. The 
letter brings an exceptionally high per- 
centage of replies, and paves the way 
to an appointment. 
John Doe, Vice-President 
Mercantile Trust and Savings Bank 
Pittsburgh, Pa. 
My dear Mr. Doe: 

I am able to offer to business and 
professional men with established in 
comes one of the greatest propositions 
which it has ever been my pleasure to 
handle. 

This new plan will guarantee your 
income up to $1,000 a month as long as 
you live, in case you break down and 
are unab’e to work. 

It guarantees you a pension as long 
as you live if you lose one hand or one 
foot or the sight of one eye. You do 
not have to be disabled to draw this 
pension, which commences to be paid 
as soon as you recover from the total 
disability caused by the loss. If you 
lose two hands, two feet, one hand and 
one foot or the sight of both eyes, 
whether or not such loss totally dis- 
ables you, it will pay full monthly in- 
demnity as long as you live. 

This contract cannot be cance led by 
the Company and is renewable to your 
si:ty-sixth birthday. It cannot be re- 
stricted after issue by rider or endorse- 
ment and covers every form of disabil- 
ity, both mental and physical, It is 
issued on a medical examination, like 
Life Insurance, 

It is issued by The Pacific Mutual 
Life Insurafice Company of California, 
a Company fifty-two years old with as- 
sets of more than fifty million dollars. 

I know that you will be interested 
because the Company has sold this 
contract to thousands of professional 
men in positions similar to yours. May 
I not have the opportunity of talking 
the matter over with you? Your con- 
sent to an appointment wi'l be _ indi- 
cated by the return to me of the cou- 
pon attached. Stamped envelope is en- 
closed for your convenience, 

Yours very truly 





W. E. SMALL, President E. P. AMERINE, Secretary 


When Insured in 


Georgia Casualty Company 


are SuRE Or Service "2""* 


Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 




















‘Tie METROPOLITAN CASUALTY © 


INSURANCE CO. OF NEW YORK 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


KUGENE H. WINSLOW, President 
Robert A. Drysdale, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED . 














THE SIGN OF GOOD CASUALTY INSURANCE 





HEAD OFFICE 
F. J. WALTERS 
CHICAGO Resident Manager 
me 55 JOHN STREET 
F. W. LAWSON New York 


General Manager 


Liability, Accident 
Burglary,Boiler and Resident M 
Credit Insurance Established 1868 New’ ingen’ 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 


Elmer A. Lord &Co. 
145 Milk St., Boston 














174% commission on all business placed with Motor Car Mutual 
Casualty Company and 20% on all business placed with 
the Motor Car Mutual Fire Insurance Company 


MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 


50-56 JOHN STREET, NEW YORK CITY 
Telephone, John 5880 


We are open for agencies in New York and Pennsylvania 


No direct business written 














The Kmployers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM _ BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United s States Mgr. 

Employers’ Liability Bui 
33 BROAD STREET, Seseen, ‘mass. 


AGENTS WANTED 


American 
Surety 
Company 





of New York 
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BOSTON 
Paid-In Capital $1,500,000 





, BUSINESS=-BUILDERS 


DEVELOPING 


on Fidelity and Surety Bonds, Liability Workmen’s 
(Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 
T. J. FALVEY, President 


100 BROADWAY 








Fidelity and 
Surety Bonds 
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Burglary Insurance 
Write For Territory 
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First Aid To The Weary 


THIS IS THE SEASON when the kind of co-operation a company gives to 
its agents is put to a real test. 
IT IS THE TIME WHEN THERE IS REAL NEED for “first aid” treatment to 
keep summer production in line with the rest of the year. , 
JUST SO LONG AS MEN ARE HUMAN, the summer let-down in production is 
bound to come unless the man on the firing line finds the right kind of inspiration 
in his association with his company. ~ 

LEFT TO HIMSELF, HE WILL SAG BECAUSE THE ELEMENTS, human r~- 
ture and general circumstances conspire against him. 

BUT THE RIGHT KIND OF HOME OFFICE COOPERATION HOLDS the live 
agent superior to such handicaps. ~~ 

IT DOES NOT MAKE A MOCKERY OF HUMAN WEARINESS by the use of 
long-range “pep” letters attempting to show how foolish it is to get tired, but 
rather by suggesting means by which even apparently adverse circumstances may 
be turned to good account without the futile, slavish effort that only impairs the 
agent’s efficiency when the real harvest time comes in the fall. 


SCIENTISTS HAVE DISCOVERED THAT LOAFING IS NOT OFTEN REST- 


FUL, chiefly because few men know how to loaf restfully. They know that the 
finest rest comes from a change in the form and nature of a man’s activity. 


POINTING OUT THE PROPER WAY TO THAT CHANGE, constitutes one of the 
features of real company service, but— 


IT CANNOT BE DONE BY SWIVEL-CHAIR SPECIALISTS AT A DISTANCE, 
BY MAIL. 


IT MUST BE DONE BY MEN WHO ARE IN PERSONAL TOUCH with and have 


the confidence of the agent. 
MORE THAN THAT, it must be done by men who, having been producing agents 


themselves, speak from experience, personal understanding and human sympathy, 
rather than from “scientific efficiency” theories as truly artificial as the cool 
breezes from the whirling electric fan in the office in which they are evolved. 


AGENTS ARE HUMAN BEINGS, not machines and ‘tf human methods will im- 


prove the efficiency of their work. 


THE NORTHERN ASSURANCE COMPANY, oid - supervised by men 
who have been and are agents in fact and at heart, mees ays anxious for the op- 
portunity to put human, friendly and effective, codbetition behind the activities 
of good men not already connected with other good, deserving companies. 


Northern Assurance Company 


Outstanding assurances, over - $28,000,000.00 
Assets, over - - - - $2,250,000.00 








The Company’s resources from income this year will considerably exceed $1,000,000.00 


CLARENCE L. AYRES, President DETROIT, MICHIGAN 
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